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Calemeter Finds Your 
Prospect and Arranges 
the Interview for you 


Calemeter proposes your use of 
the specially devised interview- 
creator shown above. This mail- 
ing piece is an actual motion pic- 
ture story of life’s ambitions. An 
ingenious, human-interest pres- 
entation which will stir up un- 
usual attention among your pros- 
pects and secure a high volume 
of response. When you see the 
folder, your enthusiasm will go 
imto high gear ...and when 
you see the results you'll keep 
stepping! 


Calemeter “Follows-thru” 
and Closes the Contract 


Calemeter stages your interview 
and prepares for the Calemeter 
Coin Bank presentation . . . 
the greatest coin bank idea 
ever devised—one that is des- 
tined to be the insurance 
mans most dependable help- 
mate in closing an increased 
volume of popular average 
premium contracts. 


Get the details. Don’t de- 
lay. Attach $1.00 to your 


letter See notice to the 
right, 
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“CALEMETER” 


LKO 


Wins THREE CORNERED Approval 


Individual Underwriters call it ““The Peer of Constructive Sales Plans” 
General Agents say “It Helps Our Staff to Close More Applications” 
Home Offices approve by “Authorizing Calemeter’s General Adoption” 


Calemeter is a name selected to represent a new, highly 
responsive Life Insurance Sales Plan . . . and though 
scarcely a month old, it is rapidly being accepted by 
the entire insurance fraternity. 


Calemeter plans your way to more productive inter- 
views—makes your appointed calls as welcome to your 
prospects as to yourself—enables you to materially in- 
crease your volume of signed applications—and pos- 
sesses that certain something which keeps this newly 
written business up to date, always in force. To Cale- 
meter, lapses become a forgotten thing of the past . 
that alone deserves three cheers! 


The Calemeter Sales Plan is flexible and very easy to 
adopt. The follow-up procedure is simple, interesting, 
resultful. As you become acquainted with the idea, you 
will appreciate that Calemeter has no peer when it 
comes to successfully closing your average popular 
premium contracts. 


Calemeter confines your attention chiefly to appoint- 
ments that have been warmed-up for you in advance. 
Cold calls, like lapses, have been entirely eliminated 
Calemeter, thus offers you constructive help and defi 
nite results. 


Everybody’s Talking Calemeter! 


Don’t Delay Getting Full Details 


Calemeter is geared to meet today’s conditions 
it is tuned to tightened incomes! Your business 
is sell insurance. It is Calemeter’s business 
to help you. Among the vast majority of pros- 
pects today, the objections to insurance are based 
on cost and upon the inability to save premiums. 
You will find that Calemeter very conclusively 
solves both of these objections for you 100%. 
Every prospect can afford new insurance or mor 
insurance through the Calemeter way. 


You owe it to yourself to investigate Calemeter 
and to learn the full details of this modern, re- 
sponsive plan. Write today. Better yet, order 
in a sample of the complete presentation. Attach 
a dollar bill to your letter. . . 
you plenty of action and gratifying results. 


Calemeter will give 








MAIL IN $ Jf FOR SAMPLE | 








You will receive full details and a printed specimen of | 


the Calemeter “prospect-finder” and “interview-creator” 
you will also receive a complete finished sample 
[ of the Calemeter Coin Bank. It works like magic! 
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President Roosevelt, in his inaugural address, which was fused through 
and through with thoughts of hope and humanity, touched upon the essence 
of Life Insurance when he dedicated this nation to the “policy of the good 
neighbor—the neighbor who resolutely respects himself, and because he 
does so, respects the rights of others—the neighbor who respects his obliga- 
tions and respects the sanctity of his agreements in and with a world of 
neighbors.” 


Life Insurance is the perfected exemplification of neighborliness. The 
Life Insurance company is a LEAGUE of NEIGHBORS. 


Every man who insures his life respects the rights of others, and by that 
simple act, he shows himself to be a good citizen and a good neighbor, 
because he respects his obligations and contributes to the common good. 


Every good citizen of the United States, without regard to creed or 
politics, will want earnestly to help the President “put our national house 
in order,” and one of the best ways to that end, without radical sacrifice, is 
through the medium of Life Insurance which has definitely demonstrated 
that it is safe, sure, and solvent. Like this great nation, it has bravely met 
every stress of vast expansion, of foreign and local wars, of disease epi- 
demics, and of national and individual extremes with the assurance of 
a “rounded and permanent” future. 


Why not be a citizen who in this time of emergency can glow with the 
“clean satisfaction that comes from a stern performance of duty”? Why 
not be a good neighbor and a good citizen and buy Life Insurance? 


THE NORTHWESTERN MUTUAL 


INSURANCE COMPANY 


Milwaukee, Wisconsin 





THE GOOD NEIGHBOR 


LIFE 
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INTERESTED ? 


THIS IS SURE 
HARD WORK 
nag A WILL. 











PLOW DEEP IN PROSPECT FIELD AND BE REWARDED 


WRITE FOR GENERAL AGENCY PROPOSITION 
AND TERRITORY 





INDIANAPOLIS, INDIANA. — 
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Sir Walter’s Way to Financial Independence 





[THE LETTER] 


Hay Donaldson, Esq. 
W.S. 


My dear Sir: 

Dr. Killie of course may rely upon his memory 
at Whitsunday. I wish you would look in this 
morning. I want your advice en ben pere de 
famille about insuring my life for £3,000 or 
£4,000 payable to my family at my death, 
which, with what I may be able to leave them 
besides of property of various descriptions, 
should make them decent at least. I was in bed 
with a cold when your clerk called. 


Yours truly 
W. Scott. 


Castle Street 








Friday 


Sir Walter Scott’s heroic struggle to pay off the indebtedness of his publishers is a chapter familiar to most 
readers. But the part played by life insurance in mitigating this struggle is a story especially interesting to the life 
insurance fraternity. 


An extremely prolific writer, Sir Walter was too busy to interest himself in the financial affairs of his publish- 
ing house, in which he held a partnership. When the crash came and revealed a heavy indebtedness, Scott, rather 
than resort to bankruptcy, accepted the responsibility for payment and resolved to devote the rest of his life to pay- 
ing off the debt. 


A life insurance policy taken at the time with his creditors as beneficiary, helped him to carry out his resolve. 
The insurance amounted to approximately $100,000 and he liquidated the rest of the debt by his own supreme efforts 
in going on writing until his death, despite failing health and an encroaching paralysis. 


The letter reproduced above, which has recently come into possession of the John Hancock 
Mutual Life Insurance Company, indicates that Sir Walter looked to life insurance for the 
protection of his family as well as his creditors. 
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East Welcomes 
Uniformity Step 


Reciprocity Clause Recommended 
in Resolution Is Favored 
Particularly 





WOULD AVOID CONFLICT 


Dunham, Connecticut, Is First to Issue 
Orders in Line With Counsel of 
Commissioners’ Convention 


NEW YORK, April 13.—Life com- 
pany executives here are well pleased 
with the outcome of the commissioners’ 
meeting last week in Chicago. That the 
commissioners were able to get together 
on a comprehensive model set of regu- 
lations is regarded as a most hopeful 
sign. It is realized, however, that the 
unanimous approval of the proposed reg- 
ulations by the 31 commissioners pres- 
ent does not mean that such a code will 
be immediately and universally promul- 
gated. ; : 

Company officials here stress the im- 
portance of the reciprocity clause em- 
bod'ed in the proposed rulings. The 
problem of being pulled two ways at 
once by conflicting regulations was 
promising to cause greater and greater 
trouble as the moratorium continued un- 
less the importance of allowing states 
to handle the operations of all companies 
licensed in their jurisdictions were rec- 
ognized. New York and a number of 
other states had already adopted such 
a reciprocity provision, amended so as 
to apply not only to the emergency 
regulations of other states but also to the 
existing state laws in such states where 
no emergency laws or regulations had 
been effected. 


N. Y¥. Style Followed 


The rec'procity clause of the model 
rulings of the commissioners follows this 
pattern. If universally followed it would 
climinate the problem of working under 
conflicting regulations. 

The model regulations are considered 
highly satisfactory, embodying the best 
features of the various state regulations 
already in effect. There was a good 
deal of doubt before the meeting whether 
the commissioners would be able to get 
together on any kind of program, satis- 
factory to eastern companies or other- 
wise. A much less desirable set of regu- 
lations could have been agreed upon and 
most companies would have been thank- 
ful for any kind of uniformity. That 
the regulations were not only unani- 
mously endorsed but are also extremely 
Sound is regarded as cause for con- 
gratulation. 

As to the proposal to keep the mora- 
torium in effect until the June meeting, 
there is little dissatisfaction, although 
it is probably somewhat longer than 
Most life insurance men thought likely. 
Naturally, the greatest amount of irri- 
tation at the delay in lifting the ban 
Comes from agency officials who are 

(CONTINUED ON PAGE 20) 





Agents Must Fit Selling 
to Moratorium Conditions 


PUBLIC EDUCATION NEEDED 





New York Producers Tell People Only 
Three Purposes for Which With- 
drawal Is Denied 





NEW YORK, April 13.—While the 
commissioners’ proposal to continue the 
moratorium until their June meeting is 
quite disappointing to general agents 
and managers here, it has at least had 
the merit of clearing up the uncertainty 
as to when the ban will be lifted. 

That the moratorium will be in effect 
for at least two months more means 
that managers and agents will have to 
line up their forces to cope with things 
as they are rather than wait for condi- 
tions to clear up. 

“We have to re-educate the public,” 
a prominent agency head pointed out. 
“Its confidence in life insurance has 
been badly shaken. People have been 
told that they can get their policy loans 
or cash values any time they want them. 
Now they know they can’t get them— 
at least without restriction. They think 
there must be some weakness among in- 
surance companies, when as a matter 
of fact companies are in unusually 
sound and liquid position. 


Invasion of Rights Small 


“Under the new regulations of New 
York and Connecticut and the model 
regulations drawn up by the commis- 
sioners loans may be made for prac- 
tically all reasonable purposes. We 
must convince the public that there are 
just three purposes for which money 
cannot be obtained on a policy, and 
they are hoarding, speculation, and pay- 
ment of debts involving no penalty. To 
accomplish this we must put these ideas 
across to our agents in convincing form 
so that they can pass them along to the 
public. 

“The small invasion of contractual 
rights is being used by prospects to sup- 
port their unwillingness to buy life in- 
surance. When they understand how 
small this invasion is in comparison 
with the obligations that are being car- 
ried out as usual, there will be little 
basis to use it as an excuse for not 
buying.” 


Rules and Dates for 1933 
C. L. U. Exams Are Given 





Dates and rules for the 1933 C. L. U. 
examinations are announced by the 
American College of Life Underwriters. 
Dates are: Parts I and II, June 15; 
parts III and IV, June 16, and part V, 
June 17. Revised rules set the fee at 
$12 if application is submitted between 
May 1 and 31, and $15 if submitted 
June 1 or thereafter. No arrangements 
for an examination center will be made 
until the fee is paid. Deferring payment 
until after May 15 makes the applicant 
liable to go to the nearest examination 
center and pay telegraph or telephone 
tolls incurred by the college and addi- 
tional cost of forwarding supplies. Can- 
didates are given tickets when fee is 





Week of Intensive Effort 
on Financial Independence 





AGENTS ARE WELL ORGANIZED 


Elaborate Program Prepared by National 
Association Taken Up Enthusias- 
tically by Men in Field 


Life men throughout the country are 
all set for Financial Independence Week, 
starting April 17. Activities are planned 
by many state and local associations, 
and much enthusiasm is noted. 

The Philadelphia association has an 
extensive program, including an address 
at a meeting April 19 by Dr. Georges F. 
Doriot, dean of the Harvard School of 
Business Administration. Walter Le- 
Mar Talbot, president Fidelity Mutual 
Life, will broadcast April 17 over sta- 
tion WLIT. The following day M. Al- 
bert Linton, president Provident Mutual, 
will talk over the air. Dr. S. S. Hueb- 
ner, dean of the Wharton School, spoke 
over the station Monday on life insur- 
ance in preparation for the week of spe- 
cial effort. 


National Association Radic Talks 


The National Association of Life Un- 
derwriters prepared a number of radio 
talks which were placed in the hands of 
local associations. Agents are being 
sent the program of broadcasts. 

The Philadelphia chamber of com- 
merce has donated its hour April 20 
for the message and offered an addi- 
tional broadcast during the week. There 
will be five or six radio hookups be- 
tween 6 and 10 p. m. April 18 and 
another Philadelphia broadcast over 
WFI is being planned. Philadelphia 
movie houses will flash on the screen a 
picture and theme entitled “Face the 
Future Unafraid.” 

The National association has prepared 
small gummed labels which will be 
placed on menus in restaurants and ho- 
tels, on theater programs, railway tick- 
ets, etc. There will be posters, window 
displays, five-minute talks in schools and 
colleges and civic and service clubs. 


Publicity Program Varied 


In Philadelphia large department 
stores will have window displays with a 
life insurance message. Churches will 
deliver the message, April 23, and it is 
planned to have posters on street cars, 
in telegraph offices, and to have news- 
paper and magazine publicity. There 
will be a woman’s day. 

In Chicago the association will start 
the week with a breakfast in the Hotel 
LaSalle at 8 a. m, to which several 
hundred reservations have been made. 
There will be several three-minute talks 
by prominent Chicago life men at the 
breakfast, on such subjects as meeting 
current objections, selling life insurance 
under present conditions, etc. 

Many agencies throughout the coun- 
try plan contests or other special efforts 
in the week. 


Counsel Meeting May 22-23 
The spring meeting of the Association 
of Life Insurance Counsel is to be held 
at White Sulphur Springs, W. Va., May 
22-23. 








paid, and must show these to gain ad- 
mission to examination rooms. 








Reaction Good to 
Chicago Memorial 


Agents Like Recommendation to 
Release Loan Values of 
New Premiums 


COMPANY MEN PLEASED 


Insurance Commissioners, in Special 
Session, Adopt Resolution Urging 
Uniformity in Regulations 


Gratification was expressed generally 
by company officials because of the 
adoption by the National Convention of 
Insurance Commissioners, in special ses- 
sion in Chicago, of a resolution recom- 
mending the promulgation of uniform 
moratorium regulations in the various 
states. The recommended uniform reg- 
ulations embody many of the features 
that have appeared in rulings issued in 
the past few weeks, notably of Illinois 
and New York. 

One important innovation is the rec- 
ommended provision that the full loan 
value of premiums paid in cash after the 
moratorium shall be released in full to 
the policyholder in addition to any pay- 
ment to him on account of his previous 
equities. This will eliminate much of the 
sales resistance, which has been caused 
by the fact that the loan and surrender 
values of current premiums were being 
tied up. Prospects and policyholders 
naturally made a comparison between 
insurance and banking. They felt that 
a parallel situation would be the deposit 
of new money in a bank operating with 
restricted withdrawals, the new money 
to be subject to restrictions the same as 
the old. 

Would Halt Stagnation 

The release of values created by the 
payment of new premiums would un 
doubtedly prevent widespread purchase 
of extended insurance, paid up insur- 
ance, and use of loan values to pay pre- 
miums. 

The reciprocity feature of the resolu- 
tion follows the New York regulations. 
The recommended reciprocity provision 
is: “Where the emergency rules and 
regulations of a supervising authority 
or the law of any other state of the 
United States shall require conditions 
or action in conflict with the foregoing 
rules and regulations of this department, 
then in that event such rules and regu- 
lations of this department may be modi- 
fied to permit the company to comply 
in good faith with the requirement of the 
supervising authority of such state.” 

Where States Have No Restrictions 


The phrase, “or the law” would permit 
a company domiciled in a state operating 
under restrictions to make cash pay- 
ments in full in states which do not 
have any restrictions. 

The provision, which has been in ef- 
fect in New York about two weeks that 
loans may be made for educational or 

(CONTINUED ON PAGE 21) 
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Much Interest in 
Company Ratings 


Some Executives Object to the 
Practice by A. M. Best 
Company 


IS USED IN COMPETITION 





Peculiar Conditions of the Times 
Tempt Incompetents to Enter 
the Counselling Field 





There has been considerable agitation 
among life companies regarding the rat- 
ings that the A. M. Best Company 
gives in its “Best’s Life Insurance Re- 
port.” A few years ago the Best Com- 
pany did not rate companies in the “A,” 
“B,” “C” and “D” class, for example. 
It gave the history of the company in 
its book, its financial showing and va- 
rious interesting features regarding the 
work so that a person reading over the 


report might form his own conclusion. 
Then the rating plan followed. 


Use Rating in Competition 


Some executives take the position 
that it is almost impossible to give an 
accurate rating of a company even with 
the factors that the Best Company 
takes into consideration. They claim 
that there are many features that have 
to be considered and it would take a 
genius of almost superhuman variety 
to do justice to every company. The 
Best ratings are used in competition 
and where a company is rated below 
“A” its agents are confronted with a 
very difficult situation. An “A” rating 
is used to good advantage by com- 
panies but when a lower bracket is 
reached many of the “A” company 
agents have used the less desirable rat- 
ing against competitors. 

Troubles Are Augmented 


It is felt that this year especially com- 
panies are confronted with a far more 
dificult and baffling situation. They 
have 10,000 troubles on their hands and 
in addition if they have an authority 
like the Best Company put them in a 
lower bracket, their troubles increase. 
Recently the A. M. Best Company has 
withdrawn its ratings from some com- 
panies and this has caused havoc in 
their midst. There has been consider- 
able pressure brought to bear to have 
another organization like the A. M. 
Best Company, one that would inspire 
confidence, started that would agree to 
eliminate the ratings, but so far the 
effort came to naught. 

The companies are not so much con- 
cerned with weaknesses that may be 
brought out in an historical sketch or 
financial standing but they do feel that 
once a symbol is placed on a company, 
if it is not “A” it is deadly in its in- 
fluence. 


May Strike Lower Level 


A number of companies that have 
been heretofore in the “A” class feel 
that this year the Best Company may 
reduce their standing largely because 
of the effects of the economic situation 
and especially the heavy payment of 
policy loans and surrenders which have 
tended to decrease their liquid position. 
There have been a number of confer- 
ences on the subject and some executives 
have been very outspoken. So far as 
can be concerned, A. M. Best, the head 
of the A. M. Best Company, is not dis- 
posed to change the plan or withdraw 
ratings. The Best Company takes the 


position evidently that the factors that 

enter into its ratings when thoroughly 

analyzed with regard to a company 
(CONTINUED ON PAGE 18) 








Text of Resolutions on the 
Moratorium Issue Presented 








Following is the text of the two mora- 
torium resolutions adopted at the special 
meeting of the National C« onvention of In- 
surance Commissioners in Chicago, the 
second resolution beginning after the 
asterisks: 

This convention affirms its confidence 
in life insurance as an institution. It 
believes that the crisis which necessi- 
tated a partial moratorium is passing. 

The primary purpose of life insurance 
is the payment of death claims, matured 
endowments, annuities and disability 
benefits. 

Subordinate to this are the contract 
provisions relating to the withdrawal of 
the policyholder’ s cash equity. 

This convention recognizes that an un- 
restricted and unjust banking burden 
should not be allowed to imperil the ob- 
jective which sacrifice and unselfishness 
have bought. At the same time full 
recognition is given to the sanctity of 
contracts. Any governmental action af- 
fecting the enforcement of a contract 
must be imperative from the standpoint 
of the public welfare. 

Favors Continuance 


This convention records itself as fav- 
oring for the present the continuance 
of restrictions and conditions on life in- 
surance companies for the prevention of 
hoarding, speculation or the use of life 
insurance equities for unnecessary in- 
vestment or banking needs. 

This convention recognizes that there 
is a desirability for uniformity of action 
by the supervisory officials of the re- 
spective states. To take care, however, 
of variant laws, rules and regulations, 
this convention recommends that each 





To Act for Indiana Life 
Companies in Public Work 














J. C. KIDD 


J. C. Kidd, who recently retired as 
Indiana commissioner, has been em- 
ployed by the Indiana life companies to 
represent them in various public rela- 
tions work. He will attend conventions, 
be available as a public speaker, etc. 
Mr. Kidd was a conscientious and cap- 
able commissioner. He made many 
friends, handled the affairs of his office 
with good judgment and was respected 
in the councils of the National Con- 
vention of Insurance Commissioners. 

Mr. Kidd attended the special meet- 
ing of the Insurance Commissioners 
Convention in Chicago last week on the 
life insurance moratorium issue. He 
took in tow the new Indiana commis- 
sioner, H. E. McClain, and introduced 
him to the other commissioners and 


state adopt the rule of comity and make 
provision for the recogifition in other 
states of the requirements of such states 
as to residents therein, but not so as to 
affect the payment of death claims, ma- 
tured endowments, disability payments, 
annuities and installments on supple- 
mentary contracts. 

This convention further directs its 
president to appoint a committee of five 
members to make further investigations 
as to the facts concerning policy loans 
and surrender values and to report the 
same together with recommendations 
for further action at the June conven- 
tion meeting. 

* * 
Laws Are Divergent 


Identical conditions do not prevail 
throughout all the 48 states. Laws are 
divergent, as well as economic condi- 
tions. The validity of emergency pow- 
ers granted commissioners of insurance 
undoubtedly depends upon their neces- 
sity under the police power as deter- 
mined by the conditions in the precise 
jurisdiction where exercised and not 
elsewhere. 

However this convention recormmends 
as a guide to the various states the fol- 
lowing sample set of limitations on 
policy loans and surrender values: 

1. Loans and cash surrender values. 

Until further order you shall suspend 
the payment of all cash surrender values 
and the making of policy loans under all 
policies, except, 

(a) That you may make a loan or 
allow a cash surrender value on any 
policy solely for the purpose of having 
such loan or cash surrender value ap- 
plied to the payment of any premium or 
obligation of the policyholder to your 
company. 

Exceptions Are Specified 


(b) 1n addition to the above, in cases 
of necessity you may also make a loan 
to any one person on a policy issued to 
him not exceeding $100. 

». Additional payments permitted for 
specified purposes. 

In addition to the above, loans may 
be made and cash surrender values or 
funds or dividends on deposit paid on 
proper showing and satisfactory evi- 
dence that no other funds are obtainable 
for the following special uses: 

(a) For the purpose of meeting all 
taxes, and interest or principal pay- 
ments on mortgages on homesteads, in- 
cluding residences and farms, belonging 
to the policyholder. 

(b) For the purpose of payment of 
hospital, medical and funeral expenses 
for the immediate members of the as- 
sured’s family who are dependent upon 
him for support. 

In all such cases as much of the loan 
value or cash surrender value or funds 
or dividends on deposit may be paid up 
to the full amount thereof, as may be 
absolutely necessary to meet the needs 
of the policyholder. 


Applications Pending 


3. Applications pending. 

Where an application for a loan or 
surrender value was pending on the date 
ef this order companies will be per- 
mitted to make such payments, pro- 
vided the application was made in good 
faith to cover engagements made by 
the policyholder prior to the date of 
our order, and provided a complete and 
satisfactory showing is made under oath 
that the failure to complete the applica- 
tion would subject the policyholder to 
material loss or hardship. No payment 
should be made, however, without per- 
sonal investigation of the circumstances 
by a representative of the company. 

4. Industrial insurance. 

In any case of great need on the part 
of a holder of an industrial life policy, 
ascertained through personal investiga- 
tion of the circumstances by a repre- 





camp followers. 





(CONTINUED ON PAGE 18) 
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Adjustable Lien 
on Illinois Life 


New Kemper Company to Tak 
Good Assets, with Further 
Credits from Liquidation 


COURT SPEEDS CONTRAC? 


Details of Agreement Submitted 4 
Judge Wilkerson for Preser- 
vation of Business 


The insistence of Federal Judge Wi. 
kerson of Chicago that negotiations fo, 
reinsurance of the [linois Life in a ney 
company being formed by the James § 
Kemper interests_ be speeded up, re. 
sulted Tuesday in the filing of the re. 
written contract. Due to the fact tha 
Gen. Abel Davis, receiver, and his 2. 
torneys had not had opportunity to ana. 
lyze the agreenf€nt, hearing was pot- 
poned until later in the week whe 
Judge Wilkerson indicated he would 
hear any interested parties. 

The Kemper organization has launched 
the Mutual Protection Life with $500. 
000 capital and $750,000 surplus to take 
over Illinois Life business. Later upon 
approval of stockholders and _policy- 
holders, the stock is to be retired and 
th. company become purely a mutual 
Prior to mutualization, policyholders 
will elect half the directors. 


Lien Runs to 1947 


The amount of lien has not finally 
been determined, but it is said it wil 
be more than 40 percent and less than 
80 percent of the cash value, which 
would place it somewhere near 60 per- 
cent. It is said probably 20 to 40 per- 
cent of the assets would be taken over 
immediately. 

Until Dec. 31, 1947, or until complete 
discharge of the lien, whichever occurs 
first, the new company would not bk 
entitled to any share in earnings in the 
reinsured policies except compensation 
for its management not to exceed 
$75,000 annually. After this 15 year per- 
iod, if the lien is not satisfied, it be 
comes a policy indebtedness and will be 
deducted from all policy settlements, ir- 
cluding death claims. If the lien should 
be discharged prior to Dec. 31, 19%, 
the remaining assets would go to the 
new company but credits would be ap 
plied on the policies. 

The adjustable lien principle em- 
ployed is considered equitable. A consit- 
erable amount of Illinois Life assets is 
said to be of.a character that could be 
taken over almost immediately by the 
new company. The ratio of the assets 
not taken over to total assets will rep 
resent approximately the lien. 


Hope to Realize on Assets 


Collateral used in obtaining loans 
from the Reconstruction Finance Cor 
poration, it was said, would work out in 
time. -This collateral represented the 
best investments of the Illinois Life and 
when returned undoubtedly could be 
taken over by the new company, thus 
serving to reduce the lien. As other a> 
sets improve in character or are liqu 
dated by the liquidating agent, thes 
also could be taken over, bringing fur- 
ther reductions in lien. The Kemper i 
terests are confident that the lien thus 
can be discharged in approximately te 
years and that the contract provisio® 
for reduction of death proceeds, ¢t% 
need never be applied. 

Both the Kemper interests and the 
receiver were loath to apply a 100 per 
cent lien or any amount approxi! mating 
that because of the public reaction from 





(CONTINUED ON PAGE 19) 
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Lytton Outlines 
Task of Receiver 


Many Unprecedented Problems 
Arise, Chicago Insurance 
Lawyers Club Told 


REINSURANCE DIFFICULT 


Attorney for Security Life Receiver Ex- 
plains Some of the Decisions 
That Must Be Made 


Arthur S. Lytton of the law firm of 
Bull, Lytton & Olson, Chicago, in a 
paper presented before the Chicago In- 
surance Lawyers Club Tuesday evening, 
discussed some of the problems of a life 
company receivership and subsequent re- 
insurance. Mr. Lytton’s firm is attorney 
for the receiver of the Security Life of 
Chicago and because of his experience 
Mr. Lytton has been called on for much 
advice. 

The insolvency of a life company, 
whereby its activities come to an abrupt 
halt, he said, presents such unusual prob- 
lems that precedents in other fields offer 
little or no assistance. The federal bank- 
ruptcy act has no application to life com- 
panies. Although under the laws of most 
of the states, state officials may initiate 
receivership proceedings, he said there 
has been a disinclination to take such 
steps and as a result there have been 
equity actions by policyholders, stock- 
holders or creditors, resulting in receiv- 
erships in state and federal courts. 


Advises Against Stringency 


Mr. Lytton pointed out that the re- 
ceiver is in the life insurance business 
and yet he cannot function. However, 
he must function as to certain phases 
if the policyholders are to be protected. 
He advised against too literal or strin- 
gent an attitude on questions of law 
involved. 

There are authorities, he pointed out, 
which hold that upon appointment of a 
receiver the contracts of a company in 
effect are thereby absolutely terminated. 
But, if that view were taken, the busi- 
ness could not be kept alive and the con- 
tracts could not be reinsured. Other 
authorities support the theory that pol- 
icyholders’ contracts are not wholly void 
- may be reinsured and thereby kept 
alive. 

The most important and most difficult 
duty of the receiver is to hold the pol- 
icyholders together and subsequently ob- 
tain for them the best reinsurance under 
the circumstances. The line of least re- 
sistance would be a complete liquidation, 
with no attempt at reinsurance. In ex- 
treme circumstances, he said, this course 
may be the only possible one but it 
Should be avoided. It is important to 
remember that the policyholders’ rights 
become fixed as of the date the receiver 
is appointed, he said. 

Conservation Argument 


; The greater the volume of business, 
including the more favorable risks, the 
better the reinsurance contract. Policy- 
holders who stick by the ship have a 
right to expect that they will receive 
the benefit of the future net earnings on 
their group of business. They must be 
made to realize that the greater the vol- 
ume, including good risks, the greater 
the mortality savings and excess interest 
carnings that will from time to time re- 
duce the impairment in their reserves. 
This is about the only argument the 
receiver has for the conservation of busi- 
ness, he said. 

The right of the receiver to accept 
Premiums has been seriously questioned. 
(CONTINUED ON PAGE 17) 








Suggested for Position 
on Board of the R. F. C. 








REYNOLDS 


J. B. 


J. B. Reynolds, president -* the Kan- 
sas City Life, is being proposed by life 
insurance executives for a position on 
the board of the Reconstruci:on Finance 
Corporation. He has been endorsed in 
this connection by practically all of the 
companies. A delegation went to Wash- 
ington recently in the interest of such 


appointment. 
Life insurance people feel that some- 
one is needed in Washington with a 


real grasp of the insurance situation, 
with a knowledge of the individual com- 
panies’ set up and that Mr. Reynolds is 
preeminently qualified. The suggestion 
has been advanced that a life insurance 
division of the R. F. C. be set up and 
that Mr. Reynolds be placed in charge. 





Bailey, Waddell 


and Johnson 


Talk at Cincinnati Congress 





“The best sales congress ever,’ was 
the unanimous approval given the Tri- 
State Sales Promotion Congress of 
southern Ohio, northern Kentucky and 
southeastern Indiana, held at Cincinnati. 

Speakers were John A. Stevenson, 
vice-president Penn Mutual Life; Prof. 
W. B. Bailey, economist for the Travel- 
ers: R. N. Waddell, Pittsburgh manager 
Fidelity Mutual, and H. J. Johnson, 
Pittsburgh general agent Penn Mutual. 

Professor Bailey first drew a black 
picture of conditions and then showed 
the advantages of life insurance. “There 
has been a total shrinkage of capital 
values of about 750 millions. If the 
value of common stocks in 1929 is taken 
as 100, their values as of June, 1932, is 
11.6. Real estate bonds have nearly lost 
their value. Foreign bonds are in the 
same category and real estate is worth 
60 percent or 65 percent of its 1929 
value, without any buyers. 

Men Seek Safety 


“Gambling,” said Dr. Bailey, “is the 
exchanging of something small and cer- 
tain for something large and uncertain. 
Men are not so anxious to gamble today; 
they want safety. The sale of annuities 
is going to exceed anything that has 
gone before,” continued Dr. Bailey. “It 
is going to be harder to accumulate 
money with interest rates falling. Fur- 
thermore, men must save more, accumu- 
late more, to have a retirement income 
at 4 percent, than they formerly did at 
6 percent. Educational insurance of- 
fers opportunities. Self-help in univer- 
sities and colleges has almost stopped 
because the local unemployed take the 
jobs. 

“Now that things are at the bottom, 
can’t I invest and make money?” is a 
common question. “You can,” says Dr. 








say something like this: 


the retirement income. 


the temporary ban. 


Despite the Noise 


If asked by an inexperienced Agent for advice about 
his work in Financial Independence Week, we should 


You probably will have no prospect who needs 
every kind of life insurance service. And few who could 
pay premiums on every kind. Imperative needs should 
first be covered—clean-up, food, clothing, shelter. 
Then, if means permit, the college education fund and 
Don’t make your prospect a 
perpetual bankrupt by forcing upon him a policy or 
program for which he cannot comfortably pay. That 
life insurance is the only form of unquestionable se- 
curity for the average family should be the foundation 
of your sales talk, of course. 


You will find few who offer “sales resistance”’ 
caused by the present restrictions, despite the noise 
made by the ban within the business itself. Most of 
the holders of those One Hundred Billions are unper- 
turbed, and millions of them have not heard about 





Independence Square 





THE PENN MUTUAL LIFE INSURANCE COMPANY 


WM. A. LAW, President 


PHILADELPHIA 




















Bailey “(1) if you will put the money 
in the bank as regularly as you will put 
it into a life insurance policy—it’s one 
thing to save and another to look a bill 
in» the face; (2) if you will invest as 
wisely as the financial committee of the 
Ie insurance companies. There are 1% 
billions of worthless securities sold in 
the United States annually, and they 
aren’t bought by life insurance compan- 
ies; (3) if you will agree to live out 
your expectancy—with microbes in the 
air and an automobile around the cor- 
ner. 
Close Is Most Important 

“Ninety percent of your success is in 
how good a salesman you are, and not 
in how much you know or how many 


C. L. U. degrees you have,” said Mr. 
Waddell. “The close is the most im- 
portant part of the presentation,” he 


continued. “First, fight, hold on. As 
long as you don’t leave the room the 
sale isn't lost. Second, assume he says 
‘yes. No matter if he ' 


says ‘no’ ten 
times, he still says ‘yes’ if you don’t 
leave the room. Third, find the real 


objection. When he brings up an ob- 
jection he throws the ball to you. When 
you answer the objection you throw the 
ball to him. The best defense is a 
strong offense. The first time a man 
says ‘no’ you can hear him across the 
street. The second time you can hear 
him across the room. The third time 
you can hear him across the table. The 
fourth time you are not sure what he 
said, and the fifth time he says ‘ves.’ 

“Get the conviction that life insur- 
ance is the safest investment in the 
world and that no man can bring his 
life to a successful conclusion without 
its use. Master at least one organized 
approach, and then when you come to 
the close, close him.” P 


Replace Sympathy With Aggressiveness 


“There is a change in leadership,” 
said Mr. Johnson, “Many men and 
many agencies who are with us today, 
won't be with us three years from now. 
The thing to do is to take 1932 as a 
norm and build from there on. You tell 
me that you are doing as well as you 
can. How do you know how well you 
can do? What is the best you can do? 
Have you ever worked 20 hours a day? 
If you haven’t how do you know how 
much you can do? 

“What we need is less sympathetic 
understanding and more aggressive sell- 
ing. We must sell life insurance as a 
necessity because today people are buy- 
ing necessities. We must sell life in- 
surance in competition with goods, with 
automobiles and refrigerators, and vac- 
uum sweepers, and radios. Sympathetic 
understanding won't pay any death 
claims and it won't pay any incomes to 
retired men. Aggressive selling will de- 
termine who will be still on the job 
three years from now.” 


Union Central Life Leaders 
Mark Rosenthal of the C. B. Knight 
agency of the Union Central Life, New 
York City, was the outstanding pro- 
ducer in March, with $220,000 paid-for 
business. He has been an agent for 
almost 15 years. For many years he 
was the eastern representative of the A. 
Guggenheim Company of Pittsburgh, a 
large distillery corporation. 
W. Adams of the E. C. Weir 
Agency, Birmingham, Ala., was second 
with $190,500 net paid-for business. He 
has been with the Union Central since 
1925. 


Pence Carried $1,000,000 


Harry Pence, railroad president and 
business leader of Minneapolis, who died 
recently, was one of the few men in that 
section of the country to carry $1,000,000 
in life insurance. 
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LETS NOT WAIT 
for 
PROSPERITY 


Now is the best time to 
get started on a campaign 
to clear away the debris 
left by Depression. 


If we had waited, the concerns we have 
served would now have many millions less 
business which has been saved by conserva- 


tion activity. 


During the bank moratorium in March we 
started a campaign in which business is ex- 
ceeding the results of last year. 


With the services of this organization you 
can clear away the impaired, out-of-date and 
undesirable policies on your books, substi- 
tuting clean, modern, attractive business. 
You can improve the loyalty and interest of 
your agents and policyholders, reduce lap- 
sation and prevent future lapsation and loss 
by twisting. 


Production and lapse records for the depres- 
sion period prove conclusively that this 
organization can handle your conservation 
work as well now as later. 


Why stand still or suffer continued losses? 
The means for building are here. Write for 
further information and references. 


DEBARRY & ASSOCIATES, INC. 


222 West ADAMS STREET 
CuIcaco, ILLINOIS 


S. A. Murray 
Vice President & Secretary 


C. D. DeBarry 


President & Treasurer 























Several Eastern Executives 
Attend Chicago Sessions 





MANY FROM WEST AND SOUTH 





Large Turnout of Company Officials 
Was Indicative of the Intensity 
of the Situation 





A number of important executives 
from the east, as well as leaders in the 
American Life Convention, were on 
hand for the special meeting of the Na- 
tional Convention of Insurance Commis- 
sioners in Chicago last week. Among 
those present were George W. Smith, 
president New England Mutual Life; A. 
T. Maclean, second vice-president Mas- 
sachusetts Mutual Life; C. G. Taylor, 
third vice-president Metropolitan Life; 
Alfred Hurrell, vice-president and gen- 
eral counsel, and G. M. Merrigold, Pru- 
dential; John M. Laird, vice-president 
Connecticut General Life; and Edward 
E. Rhodes, vice-president Mutual Bene- 
fit Life. 

Among other prominent persons on 
hand were M. J. Cleary, president, and 
Percy H. Evans, vice-president and ac- 
tuary Northwestern Mutual Life. 

Indicative of the intensity of the situa- 
tion was the large number of western 
and southern executives on hand. To 
mention just a few: D. E. Ball, presi- 
dent Columbus Mutual; C. F. Williams, 
president Western & Southern; Daniel 
Boone, president American Life Conven- 
tion; O. P. Grant, vice-president Life & 
Casualty of Tennessee; W. R. Wills, 
president National Life & Accident of 
Tennessee; U. S. Brandt, president Ohio 
State Life; J. H. Evans, actuary Ohio 
National Life; Arthur F. Hall, president, 
and F. B. Mead, executive vice-president 
Lincoln National Life; R. E. Sweeney, 
president State Life of Indiana; F. P. 
Manly, president Indianapolis Life; Ju- 
lian Price, president Jefferson Standard 
Life; J. J. Moriarty, vice-president, and 
C. O. Shepherd, actuary, Missouri State 
Life; C. P. Peterson, general counsel 
Bankers Life of Nebraska; G. S. Nollen, 
president Bankers Life of Iowa; H. S. 
Nollen, president Equitable Life of 
Iowa; Lee J. Dougherty, president 
Guaranty Life of Iowa; H. A. Behrens, 
president Continental Assurance; R. D. 
Lay, president National Life, U. S. A.; 
Miles Scheaffer, secretary United Benefit 
Life of Omaha; F. A. Hicks, superin- 
tendent of agencies Guarantee Mutual 
Life of Omaha; T. A. Phillips, president 
Minnesota Mutual Life; H. L. Seay, 
president Southland Life; G. A. Bois- 
sard, president National Guardian Life 
of Wisconsin; Henry Abels, vice-presi- 
dent Franklin Life of Illinois; W. T. 
Grant, president Business Men’s Assur- 
ance, and {. Woollen, president 
American Central Life. 


Iowa Life Companies Given 
Relief by New Legislation 


DES MOINES, April 13.—Iowa life 
companies which have acquired a large 
amount of real estate through fore- 
closure or deed and which could not re- 
sell it at this time except at a loss are 
given welcome relief by the act passed 
by the Iowa legislature which allows 
them to substitute such deeds and mort- 
gages for other securities on deposit 
with the insurance department. In that 
way they can await a more favorable 
opportunity to sell the properties so ac- 
quired at a better price than now ob- 
tains and thus protect themselves 
against loss. 





Townsend Named Supervisor 


Appointment of F. S. Townsend as 
a supervisor of new agents’ production 
is announced by the James A. Tyson 
agency of the Guardian Life in New 
York. Formerly he was a member of 
the Guardian’s Philadelphia agency. 





Chicago Agency Organized 
to Sell Blindness Cover 


LIFE COMPANY IS CARRIER 





Single Premium Policies, Inc., Headej 
by Kessler, Well Known Motor, 
Refrigerator Executive 





Single Premium Policies, Inc., has 
been formed in Chicago to sell in many 
states a blindness policy underwrittey 
by the Lincoln National Life. 

H. T. Kessler is president and gep. 
eral manager, a man well known in the 
motor and refrigerator trade as a sales 
executive. The agency has been |. 
censed to write the form in six states, 
Illinois, Indiana, Michigan, Ohio, Wis. 
consin and California, and has also ap. 
plied in Iowa, Missouri and Minnesota, 


Plan Broader Scope 


Tentative plans call for the agency 
concern in time to broaden its scope to 
sell single premium annuity contracts, oj 
various types, but at present the com- 
pany will confine itself to blindness. 

The policies will be available to men, 
women and children ages 5 to 65, rates 
being graded scientifically according to 
age and based on experience drawn from 
30,000,000 insured lives. The policy 
guarantees to pay a monthly income of 
$100 for life in case of 90 percent blind- 
ness, no matter what the cause. Policies 
for lesser amounts of $50 and $25 
monthly annuity payment will be writ 
ten. Medical usually will not be required. 

The $100 and $50 monthly income 
policies will be sold generally on the 
single premium basis, but may be pur- 
chased for a down payment of one- 
fourth and the balance monthly over a 
period not to exceed nine months, with 
a small carrying charge. This will com- 
plete the premium payments for life. 


Policy Non-Forfeitable 


The policy cannot lapse, but remains 
in force during the lifetime of the in- 
sured. If instalment payments cannot 
be completed, the contract automatically 
will become paid up for a reduced 
amount equal to the monthly indemnity 
that the actual premium paid, less 2 
small surrender charge, will purchase. 

The Single Premium Policies, Inc, 
has an exclusive national agency con- 
tract to write the blindness contract. 
Plans call for an agency force of 200 
persons trained to the most up to date 
merchandising methods within a few 
weeks, 

Mr. Kessler’s Experience 


Mr. Kessler was president of the 
Copeland Refrigerator Company itor 
more than three years. Prior to that, 
from 1926 to 1929, he was supervisor o! 
branches of the General Motors Truck 
Corporation, and from 1923 to 1926 was 
vice-president of the Yellow Cab Sales 
Corporation in charge of the Drive 
Urself and cab sales. Prior to that he 
was assistant sales manager of the 
Mitchell Motor Car Company. , 

The insurance angles of the business 
are being cared for by an expert in this 
line. Mr. Kessler’s specialty is moder 
merchandising methods. He sees a large 
market for the blindness policies, due ™ 
part to radical changes and restrictions 
in life company disability clauses. | 

The agency company will advertise by 
radio and newspapers. Novel sales 
methods have been devised and tested 
successfully in actual interviews. Th 
program calls for direct mail, free lance 
salesmen, group selling, assigned ter 
tory men, a woman’s department and 4 
daily training school during organizatio® 
of a sales force. Mr. Kessler will be® 
charge of the school, a morning meetilé 
being devoted to explanation of the cov 
erage. Applicants who qualify i this 
first session will attend an afternoo 
session on sales. 

The agency company has $75,000 ca? 
ital fully subscribed, made up of $25, 
preferred and $50,000 common stock. 
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Agent’s Job Is to Continue 
Building Public Confidence 





STEVENSON PRESENTS VIEWS 





Penn Mutual Vice-President Tells 
Cincinnati Association There Is No 
Substitute for Life Insurance 





Although policy moratoria have not 
helped the sale of life insurance, there 
is no substitute for it in providing fam- 
ily protection and the agent’s job is to 
keep busy at the task of increasing pub- 
lic appreciation of the role life insurance 
has played in the past and will in fu- 
ture, Vice-president J. A. Stevenson of 
the Penn Mutual told the Cincinnati 
Life Underwriters Association. 

He said the limitations placed on in- 
surance were a wise precaution, making 
sure that abnormal withdrawals would 
not force companies to convert their as- 
sets into cash at tremendous loss and 
safeguarding companies in carrying on 
their primary function of paying claims. 
It was his opinion that many agents are 
letting the disadvantages of operating 
under present conditions loom up so 
large that they think it is impossible to 
write any business when in reality there 
are other important facts to be con- 
sidered. 

Lessons Public Learned 


With a decrease in estate valued 
people have a greater need for life in- 
surance than ever and so the opportuni- 
ties for interesting people are greater. 
The difficulties faced when cash was 
scarce brought home to a great many 
men the privations which their families 
would face if they were left without a 
dependable source of income. 

The record of life companies is one 
which makes all in the business hold 
their heads high, he said. It is true 
there are not many people with large 
amounts of cash who are waiting for an 
opportunity to put it into life insurance. 
Selling policies, like selling any other 
product, is difficult today, but there are 
some salesmen making a success of it. 

In general those whose 1933 records 
compare favorably with 1932 have two 
things in common, he said. “They rea- 
lize that if fewer people have money to 
put into life insurance today, they must 
see more people in order to find those 
who do have money. Salesmen who are 
circulating are getting business. Also 
the salesmen who are getting results 
today are those whose selling is based 
on a genuine desire to take care of in- 
surance needs in the way which would 
best serve the interests of their clients. 
There are salesmen whose attitude in 
spite of today’s competition is that of 
Rog rving rather than merely go-get- 
ing. 


Sales Congress at Wichita 


J. O'Connell of the agency service de- 
partment of the New York Life was the 
Principal speaker at a one-day sales 
Congress in Wichita, Kan., last week. 
Dick Oliver, inspector of agencies, 
St. Louis, and B. Notzon, supervisor 
Southwestern department, Kansas City, 
were other speakers. M. F. Mulconery, 
agency director at Wichita, presided at 
the meeting. 





WANTED—A connection with a Life Insur- 
ance Company that writes TERM insurance 
and various forms of Annuities ONLY. Or, a 
TERM with éneeeny vy writes 
ERI surance : * ° 
cializes in TERM insurance. oe 


~ connection in the capacity of Agent, Gen- 
os Lieent. or Manager is preferred. But 
wou consider a Home Office position in 


Ss Promotion or Agency organization work. 


This connection is desired by a married man, 
rE sen of age, with a family. Who has had 

«Be of underwriting experience in the 
con A. whose annual production ranged 
$500,000. ,000 the first year in the business to 
Mison in 1932. Prefers locating in St. Louis, 
Add uri, but would consider other locations. 

ress X-35, The National Underwriter. 














Behrens Sees Production 
Aid in Chicago Resolutions 





SPUR TO AVERAGE POLICY 





President of Continental Assurance 
Feels Commissioners Struck Blow 
at Big Insurance Speculators 





Herman A. Behrens, president of the 
Continental Assurance, has issued a 
statement, commending the moratorium 
action of the commissioners as being 
constructive and courageous. If the 
recommendations are adopted by the 
various states, he said, it will enable the 
companies to resume the only one of 
its normal functions which was tempo- 
rarily suspended. He construes the ac- 
tion of the convention as recommending 
removal of restrictions governing with- 
drawals insofar as they do not run con- 
trary to the federal government's drive 
against hoarding and speculation. The 
principal functions were never interfered 
with, he said. 

The new recommended rules, he said, 
permit withdrawals for practically every 
conceivable legitimate purpose. The lib- 
eralized rules, he said, will not be pop- 
ular with a small number of policyhold- 
ers who carry excessively large lines of 
insurance for the purpose of having 
large reserves available in cash on de- 
mand for speculative purposes. To 
these policyholders, Mr. Behrens said, 
the broad fundamental underlying prin- 
ciples of life insurance are purely inci- 
dental. Many of them wish to play with 
life insurance reserves as they do with 
long and short selling on the market. 
Life insurance reserves consist of the 
accumulated savings in a community 
fund of over 60,000,000 people, he said, 
representing the sacrifices of 60,000,000 
bread earners. 


Average Holder Protected 


The average policy in force is less 
than $3,000 and reserve well under $400, 
Mr. Behrens stated. Under the com- 
missioners’ recommendations, this aver- 
age policyholder is permitted unlimited 
withdrawals for needful purposes. The 
average policyholder represents 95 per- 
cent of the total, Mr. Behrens esti- 
mated. 

The convention, according to Mr. 
Behrens, has been more far sighted than 
many agents and managers. Some of 
the most successful agents, he said, have 
been afraid to tell the truth to their 
wealthy clients. To do so would prob- 
ably make it necessary for them to take 
back some of the things they have said. 
Many of these agents erroneously have 
tried to convince clients that life com- 
panies perform banking functions bet- 
ter than banks, he said, with a larger 
guaranteed interest return. Many agents 
have been abetted in these statements 
by managers. 

Will Increase Production 


The recommendations of the conven- 
tion, he said, as adopted, will do much 
toward increasing the production of 
new insurance on the lives of average 
policyholders. Probably the writing of 
very large lines will be discouraged on 
sneculatively inclined people and the 
writing of trick life contracts, which 
are really nothing but unjustified bank- 
ing arrangements, will also be discour- 
aged. That will be healthful. 

The recommendations of the com- 
missioners indicate the confidence they 
have in the ability of life insurance fully 
to perform its functions, he said. This 
conclusion is reached in the face of the 
tendency on the part of debtors of all 
sorts to scale down the amount of their 
contractual debts. The life companies 
are protecting their policyholders against 
that tendency and even while they are 
doing that, the supervising officials have 
agreed with the management of the 
companies that life insurance can and 
will fully meet its every obligation. 








Back to Bed-Rock 


ODAY we are back to fundamentals. 
Safety of principal is again the first con- 
sideration of those who seek to build a re- 
serve for their later years. That, in short, is 
the message agents are stressing during Fi- 
nancial Independence Week, April 17 to 22. 


In line with the increased recognition of this 
bed-rock principle of safe investment, the 
New York Life offers a wide range of in- 
surance and annuity contracts to fit the par- 
ticular needs of those who seek to assure 
themselves of a thoroughly dependable 


source of income in their later years. 


During the past 88 years the New York Life 
has paid over $2,408,750,000 to living pol- 
icyholders, including over $182,000,000 in 
maturing policies and other cash benefits 
during 1932. 


A New York Life agent sells practical, time- 
tested plans for achieving the goal of finan- 
cial independence. 


NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 


HOME OFFICE BUILDING 
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Attention Is Being Given 
To Weaker Institutions 





This is a time when intense thought 
is being devoted to life insurance and 
more profound conceptions of the busi- 
ness are being achieved. Those who are 
close to the business feel that from day 
to day and week to week the thinking 
that is being done is leading to solutions. 

For instance, the handling of the bank 
situation caused many people to feel that 
similar steps should be taken in life in- 
surance. That is, the vast majority of 
sound companies should be certified by 
the authorities, while the others should 
be cast into the discard. If that course 
were followed, there would be a period 
of destruction, followed by a period of 
confusion, after which there would prob- 
ably be a general upbuilding. ‘There 
seems to be a growing sentiment now 
against so harsh a process, if it can be 
avoided on a sound basis. No one wants 
to see the day of reckoning merely de- 
ferred by the further extension of credit 
for current purposes, which would leave 
the company’s structure even more 
weakened. But if that extension of 
credit could be applied together with 
sound reorganization and readjustment, 
the jump might be made from the pres- 
ent point to a point on the road to up- 
building, without going through the 
process of destruction. 

Many people in the business feel that 
the quicker certain companies are closed 
out, the better for the business as a 
whole. This is probably not what they 
mean. What they desire is the elimina- 
tion of improper management, specula- 
tive, promotional, incompetent or vicious. 
Perhaps such management can be re- 
moved, without destroying the insurance 
which the management controls. Life 
insurance receiverships are appalling. 
From the few experiences being wit- 





nessed today, the only conclusion is that 
receivership should be averted at all cost. 

One alternative that has been sug- 
gested is the appointment of conserva- 
tors for life insurance companies. Cer- 
tain difficulties present themselves to 
this course. Lack of precedent would 
probably cause ambiguity in contract 
rights. The business of the company, for 
which a conservator is named, might be 
raided. However, the same purpose 
might be served indirectly. Instead of 
appointing a conservator, the insurance 
department might insist upon a change 
of management. Mr. X might quietly 
succeed Mr. Z as president. The com- 
pany might withdraw from states in 
which operations are expensive. Salaries 
could be trimmed and other economies 
effected. The company would be operat- 
ing under the close supervision of the 
insurance department and every effort 
directed towards putting the company in 
a way to benefit by the recuperative 
powers, which life insurance -companies 
enjoy to such an extent. The company 
might be put in a position where credit 
could be obtained that would result in 
permanent good. 

If the management of a company that 
is in need of such treatment should take 
a belligerent attitude or resist, the in- 
surance department always can wield the 
threat of receivership. Such an arrange- 
ment is in effect in at least one company 
today. Events may be leading to this 
course. . 





Roland L. Whitney, 70, recently in 
charge of investments for the Central 
States Life, died at his home in St. 
Louis Monday of pneumonia. Burial 
was in Louisville, his old home, Wed- 
nesday. 





a prospect. 


AGENTS 


If interested to the 
extent of an agency 
contract we invite 
your inquiry. 


rata amount. 


Policy Issued by— 
The Lincoln National 


Life Insurance Co. 
Ft. Wayne, Indiana 


Assets over $84,000,000. 
Insurance in force over 


$800,000,000 











ANNOUNCING 
A New Type of Protection 


A Blindness Income Policy afford- 
ing a Life Income of $100.00 
monthly in case of 90% blindness 





Policy offered on single premium basis 
according to age but may be purchased 
with nominal down payment and a few 
monthly instalments. 


The policy cannot lapse. 
icyholder fail to complete payments pol- 
icy will automatically be paid up for pro 


Policies will also be written for 
$50.00 and $25.00 monthly incomes. 


eS INGLE 
PREMIUM 
POLICIES 


INCORPORATED 


General Agents i 
tion of Lincoln Blindness Income Policy. 


612 N. Michigan Ave., CHICAGO 











No Medical Examination unless specifi- 
cally required. 





Every person, age 5 to 65 inclusive, is 





Should pol- 


for National Distribu- 





SUP erior 5782 





Des Moines Sales Congress 
Addressed by Dr. Huebner 


Dr. S. S. Huebner, dean American 
College of Life Underwriters, chief 
speaker at the annual sales congress of 
the Des Moines Association of Life Un- 
derwriters showed how companies were 
strongly fortified in a financial way, 
due to strict laws governing their in- 
vestments. His subject was “The De- 
pendable Solvency of Legal Reserve 
Life Insurance.” In the evening at an 
open meeting he discussed “Business 
Depressions and Their Solution 
Through Insurance.” 

“Building the Buyer’s Morale” was 
discussed by E. E. Smith, educational 
director Equitable Life of Iowa, and J. 
S. Maryman, Aetna Life agent of Lit- 
tle Rock, a “millionaire,” spoke on “Just 
an Agent.” Mr. Maryman urged agents 
to learn at least three organized sales 
talks to cover general family protection, 
inheritance tax and business insurance. 

Addressing the group on the subject 
“Building the Buyer’s Morale,” Mr. 
Smith said no real obstacle to sale of 
life insurance exists if certain fears can 
be banished from public mind. People 
believe in insurance and want more than 
they have, but in many cases are held 
back by doubts about the future. Un- 
employment and threatened unemploy- 
ment affect others, while possibility of 
reduced income and general fear of the 
future rise up as objections in many 
cases. 

He cited many examples of methods 
used by life agents successfully in dis- 
pelling these fears, and declared by a 
general use of such methods policies 
can be obtained. 

Other speakers were: P. H. Cless, 
deputy commissioner of Iowa; M. L. 
Seltzer, president of the association; and 
W. W. Jaeger, vice-president and di- 
rector of agencies Bankers Life of Des 
Moines. 





Salary Issue Brought Into 
Debate on New R. F. C. Aid 


In discussion of the measure that 
would authorize the Reconstruction Fi- 
nance Corporation to purchase pre- 
ferred stock of insurance companies, 
Senator Arthur Robinson of Indiana 
made an issue of newspaper articles 
concerning the salaries of life company 
officials. Under the preferred stock 
purchase plan, government aid would 
not be advanced to any company pay- 
ing salaries in excess of $17,500 a year. 

The senate bill to provide an increase 
of $100,000,000 in the borrowing power 
of the R. F. C. with which to purchase 
preferred stock, bonds and debentures 
of insurance companies was introduced 
by Senator Fletcher of Florida. A 
companion bill was introduced in the 
house by Representative Steagall of 
Alabama. 

Chairman Jesse H. Jones of the R. 
F. C. explained the purpose of the bills 
at executive sessions of committee 
meetings. One purpose was declared to 
be the furnishing of additional working 
capital for at least one large companv. 

The Fletcher bill provides that the R. 
F. C. shall not make any such invest- 
ment unless the applicant matches the 
proposed government aid with an equal 
amount of new capital. The Steagall 
bill does not contain this provision. 


Guardian’s Spring Campaign 

A special spring campaign will be 
launched by the Guardian Life April 17 
running concurrently with the financial 
independence drive in its first week, and 
extending to May 27. Special credit 
will be given for business secured from 
April 17-22. Consecutive weekly pro- 
duction will be emphasized. Rewards 
will be given for exceeding the mini- 
mum of an application each week. 

Agencies will be grouped into six di- 
visions, and each agency and group has 
been assigned a quota. Awards will 
be given to the leading agency and 








group leader. 
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“Little Gem” Life 
Chart Gives Just 
What Agent Needs 


The new 1933 Little Gem Life Chay 
(31st annual edition) just off Ty 
NATIONAL UNDERWRITER press and shoy. 
ing the up-to-date rates, dividends, ne 
costs, cash values and policy synopse; 
of the larger legal reserve life compa. 
nies, is now being received with greg 
interest by agents and company off. 
cials all over the country. Financia 
statements are given for all companies 

In the new “Little Gem” each con. 
pany’s illustrations begin with a synop. 
sis of the policy contract which is fo. 
lowed by the rates at every age for x 
least 10 or more policies. Cash values 
for four to six popular forms preced¢ 
the illustrations of net costs for par. 
ticipating companies which are given a 
every age for the ordinary life con. 
tracts. These illustrations, based on 
current dividend scales, are “net” with 
the dividend already subtracted for 
quick reference. Ten year total net 
costs and tenth year cash values ar 
given at each age as are the 20 yea 
summaries. Similar illustrations ar 
given at five year ages for 20-payment 
life and 20-year endowment policies, 
Actual history illustrations are also 
shown for each of these popular forms 
at five year ages. 

One important special feature of the 
Little Gem Life Chart not available in 
other small life reference books, is the 
five year financial and operating report 
of some 300 companies. These reports, 
showing how practically all life com- 
panies fared during 1932 (as well as 
during the four previous years) are es- 
pecially interesting today. In addition 
to assets, liabilities, reserves and the re- 
port of income, disbursements etc. the 
new “Little Gem” shows insurance is- 
sued, insurance gained or lost and total 
amount in force for each company. 

While it is obviously impossible ina 
work of the small convenient size of 
the “Little Gem” to include full infor- 
mation on all companies, it has bees 
(as stated in the Foreword) the com- 
pilers’ desire and purpose to provide in 
the “Little Gem” the largest possible 
amount of information most necessary 
to the average life underwriter that can 
be put into a book of “vest pocket” size. 

To make the “Little Gem” fit stil 
more closely to the agents’ needs, it is 
published in two editions. One edition 
covers those companies operating 
mainly in the northeastern states, and 
the other, those of the southern, cen 
tral and western states. This makes tt 
possible to provide detailed information 
regarding many companies quite impor 
tant in one territory, but not operating 
in the other and vice versa. The two 
editions are interchangeable and sell at 
the same price. ‘ 

With the addition of many companies 
in last year’s edition, the new 1933 
“Little Gem” will answer practically 
any question about policies, rates, costs, 
values, and financial and insurance 
standings commonly needed by most 
agents. The fact that it shows more com 
panies operating in practically every 
city or town than any other book of its 
kind, really makes it the most econom- 
ical buy available in the line of sma 
reference books. 

The new 1933 “Little Gem” should 
be of great help to agents everywhert 
in that it will back up the facts ané 
figures used in the sales presentatio® 
and in talking to policyholders. It 5 
as stated on the front cover this yeas 
an authoritative analysis of America? 
legal reserve life companies, publishe¢ 
not by any insurance company but bY 
independent impartial publishers.  . 

Thousands of copies are now beiné 
delivered daily all over the country 
Orders should be addressed to The N* 
tional Underwriter Company, Reference 
Book Department, 420 East Fourth 
street, Cincinnati. 
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ate Urged to Champion 
Institution of Insurance 





HULL SOUNDS MILITANT NOTE 





Major Obligation Still Discharged— 
Moratorium Proves Business Is 
Safe From Selfish Raiders 





NEW YORK, April 13.—Urging an 
aggressive championship of the institu- 
tion of life insurance R. B. Hull, man- 
aging director National Association of 
Life Underwriters, told members of the 
New York City Life Underwriters As- 
sociation at their April meeting that he 
lacked sympathy with the agent who 
has taken the count during the past 
three weeks because of restrictions on 
loan and cash surrender values. 

“I believe it is about time that you 
agents became suddenly militant in 
staging a counter-attack upon those peo- 
ple who are using the present situation 
as an excuse for an attack on your in- 
stitution simply because during this na- 
tional financial crisis your companies 
have been prevented by the state from 
performing some of their relatively 
minor obligations,” Mr. Hull declared. 

“Is the service which you are pre- 
pared to sell any less valuable than it 
was a month ago? As a matter of fact, 
isn't it worth more than it ever was 
before? Haven’t we had proof—posi- 
tive proof—that the institution of life 
insurance can be protected against the 
assaults of designing, or selfish, or un- 
scrupulous raiders? 

“It seems to me that these past three 
weeks have developed two distinct types 
of agents. First, those who take the 
world and themselves very seriously and 
feel that they must settle all these prob- 
lems of the nation by sitting around the 
office and telling everybody how terrible 
everything is; and second, the agent 
who is too busy going out to see people 
to have time to think or talk about such 
things. I know two big agencies made 
up of the latter type of agents which 
had a better month in March this year 
than they did a year ago. 


Discharges Major Obligations 


“For the first time in 90 years this 
institution of ours has been temporarily 
prohibited from rendering some of its 
relatively minor contractual obligations. 
But it has continued to discharge its 
major obligations, the payment of death 
claims and maturities. 

“These restrictions have been im- 
posed upon our companies for the pro- 
tection of the entire body politic, fi- 
nancially speaking, to prevent the 
spread into our institution of a forest 
fire of fear and distrust. States have 
said to our policyholders, for the time 
being it is good for you and all of us 
to stop these loans and cash surrenders. 
But there has been no stoppage of the 
primary functions of life insurance.” 

Vice-President H. M. Holderness of 
the Connecticut Mutual Life and chair- 
man of Financial Independence week 
spoke on what is being planned for the 
six-day period which begins next Mon- 
day. R. G. Engelsman, general agent 
in New York of the Penn Mutual Life, 
announced that the week will be in- 
augurated by a morning meeting from 
9 to 10 o'clock Monday at the Hotel 
Astor. W. . Dunsmore, manager 
Equitable Life, chairman of the local 
membership committee reported that 
the New York city association now 
numbers 103 more than at this time last 
year. 


New York Life Cuts Salaries 


NEW YORK, April 13.—Directors 
of the New York Life have approved 


the recommendations of its committee 
to reduce salaries of home office and 
branch office executives and employes 
Irom 15 percent on the highest salaries 


down to 5 percent on salaries above 
$2,000. No reduction is being made on 
salaries lower than $2,000. Reduction in 








Life Insurance Dramatized 
in Series of Radio Sketches 





STARTED TUESDAY ON WMAQ 





Commissioners and Company Officials 
Attend American Conservation 
Company Audition in Chicago 





Insurance commissioners and com- 
pany officials attending the special 
meeting of state supervisors in Chicago 
last week listened to an audition by the 
American Conservation Company of 
that city of the first episode in a radio 
series of 13 which started over WMAQ 
April 11, presenting the life insurance 
idea in a new, dramatic form. 

The visiting officials and many Chi- 
cago life insurance men were guests of 
President H. G. Shimp at a dinner Fri- 
day at which the purposes of the radio 
campaign were explained by Mr. Shimp 
and William Clendenning, publicity di- 
rector, who conducted research work 
over 29 months to get the material and 
wrote the continuity. 


Stery of Elisur Wright 


The half hour program came over a 
wire from a nearby room and was pre- 
sented on a loud speaker exactly as it 
went on the air. The first episode was 
concerned with Elizur Wright, orig- 
inator of the legal reserve principle and 
former insurance commissioner of 
Massachusetts. In gripping fashion the 
story told of his trip to London about 
1840 to study life insurance methods, 
of his reactions to the inequitable step 
rate system and to the sale of policies 
on old men’s lives on the auction block 
in the Royal Exchange when they were 
unable to pay premiums because of in- 
creasing rates. The episode concluded 
dramatically with Mr. Wright’s vow to 
return to America and devise a plan 
which would make impossible further 
tragedies of this sort. 

It was the consensus of all the guests 
that this was a powerful message to 
send to the American peonle at a time 
when cash values had been very heavily 
dragged down and there was a growing 
thought against piling up life insurance 
as reserves and for low cost insurance 
with little or no reserve value. 

President A. F. Hall, Lincoln Na- 
tional Life, said this type of program 
has great possibilities; that it contains 
human interest, pathos and facts, and 
he felt gratified some one finally had 
awakened to the great opportunity for 
public relations work opened by this 
radio presentation. 

“If we had had such an institutional 
advertising campaign over the radio for 
the last five years,” he said, “we would 
not have had $20,000,000,000 of business 
lapsed in the last year.” He said it 
seems impossible for companies to unite 
in an effort of this sort. He mentioned 
the extensive publicity efforts of the 
Lincoln National which retains pub- 
licity counsel by the year and had 25,000 
mentions in newspapers last year. 

Alfred MacArthur, president Central 
Life of Illinois, was equally enthusiastic. 
Former Commissioner W. A. Tarver of 
Texas saw possibilities of many benefits 
in the program and said it was well 
worth carrying to the whole American 
people. Commissioner Greer of Ala- 
bama said such a radio program was 
greatly needed today. Public education 
in regard to life insurance should be ex- 
tended to include text books on the 
subject used in schools. He believes 
even grade school students could be 
taught the fundamentals of life insur- 
ance. President J. R. Hastie of the 
Chicago Association of Life Underwrit- 
ers also approved the idea. 








number of officers had already reduced 
total executives’ salaries by about 20 
percent in the last year. The new scale 
will bring the total executive payroll 
more than 30 percent below last May. 














LIFE 
INSURANCE 
Sao 


A Thought 
for 
“LIFE INSURANCE WEEK” 


..... Men are finding their life insurance to 
be the soundest investment they have made. 





IME was—and not so long ago—that many 
men looked upon life insurance as money to 
cover the cost of their funerals. 


Then came the next stage. Men realized how 
easily they could arrange protection for wife and 
children. Life insurance was purchased as pro- 


tection. 


Today's conditions have brought about a new ap- 
preciation of life insurance. Men now realize 
that it offers everything they could expect from 
other forms of investment plus absolute protection 
for their families if they should pass away. It 
protects their home, guarantees the education of 
their children, and if they live provides an income 
for their years of retirement. In short, life insur- 
ance enables men to set up every needed safeguard 
and at the same time have their money work 


for them. 


There never was a more favorable time for the life 
underwriter to capitalize on the nation-wide pub- 
licity of “Life Insurance Week” and drive home— 
to his own and the public good—the message em- 
bodied in the official emblem “Financial Inde- 


pendence through Life Insurance.” 


THE GREAT-WEST LIFE 
ASSURANCE COMPANY 


HEAD OFFICE 
WINNIPEG, CANADA 


Business-in-force over $580,000,000.00 
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FACE THE FUTURE 


UNAFRAID 


ASK YOUR LIFE INSURANCE MAN 
HOW YOU AND YOUR FAMILY CAN 


BE FINANCIALLY INDEPENDENT 


APRIL 17-22 





Next week, every Life Insurance Company represen- 
tative will be given the supreme opportunity of his 
career. Never before in the history of the business 
has such a powerful, united effort been put forth as 
has been done for Financial Independence Week, 
April 17 to 22. 


Through newspapers, magazines, radio, direct mail 
and word-of-mouth advertising, millions of men and 
women have been prepared to receive the message 
you representatives will bring them next week. The 
public will be eager to learn the facts and details of 
Financial Independence through Life Insurance and 
Annuities. 


The Great Southern representative, as usual, has re- 
ceived the strong active and moral support of his 
home office. He is well supported to take full advan- 
tage of next week's golden opportunity. 





GREAT SOUTHERN 


LIFE INSURANCE COMPANY 





E. P. GREENWOOD, President 
HOUSTON, TEXAS 














Mortality Ratios Given 





(From the Little Gem Chart of The Na tional Underwriter.) 
Ratio of Actual to Expected Mortality Name 1928 1929 1930 1931 19 
62.4 605 


Name 1928 1929 1930 1931 1932 
Abraham Lincoln. 58.2 445 47.5 76.5 76.6 





Acacia Mutual . 40.2 42.3 43.6 46.6 46.4 
Aetna Life ...... 69.5 73.7 74.2 73.3 77.5 
Amer. Bankers 55.4 55.4 64.1 58.9 60.2 
Amer, Cent., Ind.. 58.0 69.7 66.1 76.8 71.7 
Amer, Life, Mich. 55.1 60.5 60.1 45.7 59.4 
Amer. Nat’l., Tex. 84.1 78.0 87.1 75.7 174.3 
Amicable ........ 28.9 50.5 40.9 36.2 41.3 
Atlantic Life, Va. 57.3 64.3 64.4 69.3 63.3 
Baltimore (i) ... ... 88.6 80.6 67.2 73.0 
Bankers Life, Ia.. 67.6 68.5 65.0 64.1 66.1 
Bankers L., Neb.. 29.4 39.2 38.8 38.8 40.3 
Bank. Nat'l, N. J. 33.0 64.3 46.2 64.4 54,7 
Bank. Res., Neb.. 38.0 48.8 46.7 54.6 45.8 
Bank. Sav. Life.. 37.4 41.3 44.1 --- 66.9 
Benefic. L., Utah. 41.2 51.7 42.6 48.8 44.3 
Berksh, L., Mass. 60.9 72.3 69.1 67.4 65.4 
Boston Mutual .. ... 77.0 67.7 «+. 62.9 
Brooklyn Nat'l... 6 31.6 57.2 43.6 37.9 
Bus. Men’s Assur. 34.0 39.6 39.4 48.3 44.8 
Cal.-West. States. 2 61.0 465 ... 65.6 
Canada Life ... 5.3 64.8 67.9 ... eee 
Capitol Life, Colo. 72.7 58.6 61.4 71.2 73.0 
Central Life, Ia.. 34.9 39.5 43.4 39.8 35.2 
Central Life, Ill.. 37.0 38.1 37.1 652.2 651.5 
Central States, Mo. 37.7 45.0 44.4 44.5 654.3 
Colonial Life, N. J. ... 114.8 104.9 658.8 111.5 
Columbia, Ohio ... 55.7 53.2 54.0 64.3 78.2 
Columbian Mutual. 53.5 54.1 658.8 79.4 175.8 
Columbian Natl... 58.8 73.1 84.5 68.0 75.0 
Columbus Mutual. 43.0 41.2 39.5 42.4 49.3 
Commonwith., Ky. 57.9 53.5 49.5 55.8 659.6 
Connecticut Genl.. 58.1 62.2 71.5 67.3 66.3 
Connecticut Mut.. 46.2 51.8 56.7 55.0 658.4 
Contin. Am., Del. 48.0 47.0 46.1 54.0 44.2 
Continental, Ill... 44.8 42.6 36.5 48.0 651.1 
Continental, Mo... 51.4 59.8 43.7 58.2 657.7 
Detroit Life ..... 65.3 57.5 64.0 55.4 83.2 
Eastern Life ..... -- 29.1 32.1 40.4 365.0 
Equitable, N. Y... 58.4 61.0 63.7 65.4 65.7 
Equitable, D. C... ... 57.9 57.8 52.2 61.6 
Equitable, Ia. .... 45.6 44.9 42.8 45.0 45.0 
Eurelsa-Maryld (i) 73.1 66.2 76.9 80.6 75.5 
Farm. & Bankers. 34.6 44.4 43.5 39.0 40.5 
Farm. & Traders. ... 44.9 42.6 38.4 38.9 
Federal Life, Ill.. 54.3 49.5 64.7 60.5 48.8 
Federal Union Life 65.4 65.0 61.4 51.5 657.0 
Fidelity Mut., Pa. 59.9 57.2 68.8 54.8 61.4 
Franklin Life, Ill. 58.4 61.2 60.9 60.2 74.9 
Girard Life ...... --. 54.6 55.8 61.0 657.6 
Gt. Northern, Ill... 66.2 53.6 53.5 57.3 60.6 
Great-West. Can.. ... 39.6 41.8 38.4 45.5 
Guarant, Ia. ..... 28.5 24.0 25.0 650.8 31.5 
Guardian L., N. Y. 48.4 55.3 49.9 47.2 49.2 
Home Life, N. Y. 52.8 63.8 59.3 57.3 65.6 
Home Life, Pa. (i) €4.4 58.1 63.6 63.8 55.1 
IlNinois Bankers... ... TT) are ee, 
Indianapolis Life. 53.2 39.2 43.0 34.3 42.5 
Jefferson Standard 51.3 63.0 61.7 65.4 659.2 
*J. Hancock, Mass. 59.0 63.4 61.4 61.0 69.2 
Kansas City Life.. 47.1 51.1 47.5 46.3 56.3 
La Fayette ....... 52.6 47.5 40.6 32.6 40.1 
Lamar Life ...... 42.4 44.9 44.7 60.9 67.9 
L, & Cas., Tenn (i) 60.0 66.8 64.3 71.2 78.9 
L. Ins. Co., Va.(i) 68.9 67.2 70.0 63.8 69.2 
Lincoln Natl, Ind. 53.4 60.1 60.9 67.7 69.3 
Manhat’n L., N. Y. 70.3 70.5 86.9 69.9 71.0 
Manufactur’s, Can. 59.3 60.1 53.0 62.4 56.9 
Maryland Life ... ... 66.1 55.2 ... 82.0 
Mass, Mut. Life.. 49.5 50.9 58.3 56.5 654.5 
Mass. Protective... 70.3 67.5 42.9 64.6 64.1 





*Metropolitan ... 59.0 64.1 62.8 
Michigan Life © see ° 
Midland Life, Mo. 57.0 
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Midland Mut., O.. 36.6 40.2 3 
Midland Natl, .... 44.0 34.3 55.3 444 4 
Midwest Life .... 32.7 40.6 55.1 652.2 4 
Minnesota Mutual. 46.3 52.7 52.3 61.4 495 
Missouri State.... 62.9 70.2 71.8 73.0 69) 
Mcnarch Life - eos 23.8 25.4 40.5 45 
Montana Life ... 33.0 38.7 44.3 42.7 414 
Mutual Benefit ... 59.1 55.4 55.8 63.7 69) 
Mut. Life, Md. (i) 69.7 60.8 73.6 66.8 647 
Mutual L., N. Y.. 54.9 60.0 63.0 65.3 655 
Mutual Trust, Ill.. 46.1 47.8 2.5 455 
Natl. Guardian .. 38.0 45.9 31.9 258 
Nat'l. L. & A. (i). 65.3 70.7 67.2 6ll 
Nat’l. Life, Vt..... 55.1 50.9 59.1 605 
Nat'l, Life, Ill..... 59.1 60.9 61.6 615 
Nat’l. Life, Ia... ... 84.1 82.7 695 
New Eng. Mut..... 52.6 55.6 54.4 644 
New World, Wash. 50.5 42.1 41.2 473 
New York Life.... 57.3 57.7 59.2 2.5 614 
North Amer., Ill... 45.4 47.2 45.5 2 Bel 
Nerthern, Wash... 45.1 33.9 40.9 42.3 355 
Northwest. Mut. .. 56.6 56.8 7.7 63.1 61) 
Northwest. Nat’l.. 46.8 48.5 47.0 54.7 6&1 
Occidental, Cal. .. 54.0 49.1 50.6 57.6 Sty 
Ohio National ... 54.4 53.7 60.9 51.9 62) 
Ohio State Life... 38.8 46.5 45.6 52.2 453 
Old Line, Wis..... 31.3 38.8 39.4 40.1 573 
Oregon Mutual ... 39.5 52.1 51.6 42.2 605 
Pacific Mutual ... 53.1 56.5 62.6 58.1 62) 
Pacific States .... ... «oe 57.1 36.2 481 
Pan-American ... 52.5 52.0 652.8 51.8 6513 
Penn Mut. Life... 58.3 65.4 66.0 68.9 635 
Peoples L., Ind.... 58.9 657.7 59.9 55.4 709 
Peoria Life, Ill.... 59.0 50.0 653.5 49.6 47% 
Philadelphia Life . 83.3 74.6 95.1 84.8 789 
Phoenix Mutual .. 61.8 56.4 652.4 57.6 6552 
Pilot Life ........ 47.5 656.0 ... 67.6 498 
Protective, Ala. .. 73.3 66.4 62.6 79.3 614 
Prov. Mut., Pa.... 47.0 54.1 57.8 654.5 6551 
*Prudential ...... 59.0 61.8 61.1 63.5 633 
Register Life, Ia.. 34.9 47.7 38.9 24.3 484 
Reliance L., Pa.... 44.9 45.2 651.2 50.1 671 
Reserve Loan, Ind. 63.2 59.6 61.8 79.5 646 
Royal Union, Ia... 50.4 52.2 64.0 653.0 .. 
Scranton Life .... 51.6 61.6 49.4 47.5 592 
Secur. Mut., N. Y.¢ 52.0 59.4 657.2 53.8 592 
Shenandoah ...... 65.3 69.1 60.6 70.9 72. 
Southland L., Tex. 49.5 52.7 69.2 54.5 613 
Southwestern, Tex. 46.3 47.5 48.3 47.6 438 
Standard, Pa. .... ... --. 56.8 7.0 653 
State Farm ...... oe «+. 33.0 16.8 375 
State Life, Ind.... 53.8 71.1 62.8 68.1 683 
State Mut., Mass.. 53.8 53.1 54.8 657.5 582 
Sun Life, Can..... 56.4 659.4 57.6 ... ... 
Sun Life, Md...... 42.1 44.0 66.5 40.4 449 
Travelers .......+ 60.0 63.4 63.2 67.7 64.7 
Union Central .... 57.0 61.7 65.0 59.5 66.3 
Union Labor ..... eos 93.4 72.7 81.9 823 
Union Mutual .... 60.1 72.1 70.1 68.2 643 
United IL. & A..... 45.6 63.0 43.0 61.4 593 
United States Life 77.6 93.2 69.1 89.1 17.9 
Volunt. St., Tenn.. 49.9 67.1 69.0 74.2 172. 
West Coast, Cal... 48.6 45.0 58.9 53.8 498 
West. & South. (i) 65.9 72.0 67.1 62.4 658.7 
Wisconsin ........ 28.2 26.0 39.2 45.5 34.7 
Wisconsin Nat'l... 55.8 55.4 50.9 37.2 45.7 


(Includes Industrial. *Ordinary only 
tS. & U. basis used by company. Ratios 
shown on Full Level Premium basis for com- 
parative purposes. 








Bills to Create Insurance 


Board in N. Y. Are Passed 


Bills to create an insurance board of 
seven members, one to be the insurance 
superintendent, have been passed by the 
New York legislature and sent to the 
governor. The house and senate bills 
are identical in their provisions as to 
the composition of the board but the 
senate bill confers broad powers upon 
the board. The six members other than 
the insurance superintendent would be 
appointed by the governor with the con- 
sent of the senate for a three-year term. 
Three members would be familiar with 
insurance. The members would receive 
no salary, but would hold regular meet- 
ings and their expenses would be paid. 

Under the senate bill the board would 
have power to make recommendations 
on any matter the insurance superin- 
tendent might submit to the board; by 
vote of five members the board could 
make, alter and amend rules and regu- 
lations as to making examinations, for 
valuation of assets, for defining what 
is an unsafe manner of conducting the 
business, for establishing safe and sound 
methods. 

Pending action by the governor Su- 
perintendent Van Schaick declined to 
comment on the bills. It is believed 
that the insurance board idea is backed 
jointly by the governor and superin- 
tendent. 

The fact that members appointed by 
the governor must be confirmed by the 
senate raises the question whether the 
board could begin to function at once, 





in case it is approved by the governor 
since the legislature has adjourned. It 
would probably be possible for the gov- 
ernor to make appointments effective 
at once, subject to later ratification by 
the senate when it convenes in regular 
or special session. 


Insurance Is Open Book 


Arthur Hoene, general agent North- 
western Mutual Life at Duluth, spoke 
at a luncheon meeting of the C. L 
McMillen agency of that company i 
New York this week. Mr. Hoene said 
th agent’s greatest competitor is the 
salesman of other lines, such as auto- 
mobiles, real estate, or building and 
loan. He said life insurance is an open 
book, that all its transactions may be 
learned from its annual statements. 
Mr. Hoene is a consistent million-dol- 
lar producer. ; 

Mr. McMillen announced the receipt 
of a telegram from the home office con- 
gratulating the agency on leading the 
company’s field forces for the third suc- 
cessive month of this year. The 
agency’s March record was 13 percent 
ahead of last March. Herman Duva! 
led the agency for March. 


College Head on Board 


Ernest M. Hopkins, president © 
Dartmouth college since 1916, has beet 
elected a director of the National Lite 
of Vermont to succeed W. W. Stickney. 
former governor of Vermont, who die¢ 
Dec. 15, 1932. 


Dr. S. S. Huebner’s book, “Economics 
of Life Insurance,” can be obtained from 
The National Underwriter. $2.50. 
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Office Management People 
to Discuss Current Topics 





CALL MEETING IN NEW YORK 





Number of Interesting Subjects to 
Come Up at the Forthcoming 
Eastern Conference 





At the eastern meeting of the Life 
Office Management Association at the 
Hotel New Yorker in New York, April 
94-25, the general chairman on the first 
day will be J. B. Slimmon, secretary 
Aetna Life. The general theme will be 
“Organization of the Work of Under- 
writing and Issuing Life Insurance 
Policies.’ H. O. Rasmussen of the J. 
Elliott Hall agency of the Penn Mutual 
in New York City will speak on “Prep- 
aration of the Application and Under- 
writing Papers in an Agency.” G. E. 
Rogers, Jr., associate manager of the 
ordinary issue department at the Pru- 
dential, and Becker, assistant 
secretary of the New York Life, will 
speak on “Preparation of the Applica- 
tion From the Time It Is Received at 
the Home Office Until It Is Placed on 
the Desk of a Layman for Underwrit- 
ing Action.” Malcolm Adam, assistant 
vice-president Penn Mutual, and Phelps 
Todd, vice-president Provident Mutual, 
will speak on “Routine Between Sub- 
mission of the Application to the Lay 
Underwriter and the Lay Underwriter’s 
Final Decision.” D. L. Brush of the 
Connecticut General and L. Z. Rich- 
ards, supervisor life department of the 
Aetna Life, will speak on “The Work 
of Issue from the Time the Final De- 
cision Is Made by the Lay Under- 
writer to the Time When the Policy 
Becomes an Account.” There will be 
a report of an intensive survey of the 
personnel and costs of the underwrit- 
ing and issue work in five companies. 

Second Day’s Program 

B. J. Perry, vice-president Massa- 
chusetts Mutual, will preside the sec- 
ond day when the general theme will 
be “Home Office Procedures in Hand- 
ling Foreclosed Loans on Farm and 
City Property.” 
_F. L. Rowland, secretary Lincoln Na- 
tional, will talk on “Home Office and 
Field Organization for Handling Ac- 
quired Real Estate.” 

R. O. Fowler, superintendent of the 
mortgage loan department of the Con- 
necticut General, will speak on “Ac- 
counting and Control of Records for 
Farm and City Properties.” 

James Scott, vice-president of the 
Missouri State Life, will speak on “Re- 
habilitation of Property Acquired 
Through Foreclosure.” F. W. Gleason, 
vice-president of the Pan-American Life, 
speaks on “Disposal of Property As- 
quired Through Foreclosure. A speaker 
from the Mutual Benefit is to talk on 


“Handling Insurance and Taxes on 
Properties Owned.” 
Reece Is Indicted 
NASHVILLE, TENN., April 13.— 
J. I. Reece, former Tennessee insur- 
ance commissioner; his brother, Lem 


Reece, Elizabethton attorney, and J. 
Bowers, stock dealer, have been for- 
mally indicted by the grand jury in con- 
nection with the alleged theft of $100,- 
000 worth of bonds. 

Charges against the former state of- 
ficial are grand larceny and receiving 
Stolen property. His brother was 
charged with accessory before the fact 
on both counts, and four accessory 
counts are made against Bowers. The 
bonds were alleged to have been stolen 
from the blue sky division of the Ten- 
nessee department of insurance and 
banking and most of the money real- 
ized on the sale of the bonds has been 
recovered. 

The Reece brothers are under bond 
but Bowers had not been arrested at 
the time the indictments were brought. 


statement, charging that he had been 
“double-crossed”; that there was no 
theft of any bonds, and that the securi- 
ties in question were taken from the 
safe by a department official and turned 
over to him for sale. 


Rhyan Agency Is Ahead 


Hillis C. Rhyan, general agent in Wis- 
consin for the Guardian Life of New 
York, has hung up an enviable record in 
the past two or three months. His 
agency led the company in December 
and stood second in February. W. C. 
Ross of the agency is leading agent of 
the company in 1933, being first for 
individual production in February, and 
for the first three months. N. F. Streff 
also has made a notable record. 


Bliven Agency Celebrates 


The Sophia W. Bliven women’s unit 
of the Stevenson agency of the Penn 
Mutual in Philadelphia celebrated its 
third anniversary Monday evening. Miss 
Bliven’s agency wrote $2,565,000 in 1932, 
an increase. The leading producers were 
Mrs. Naomi Allen, Mrs. L. Beatrice 
Beves and Miss Josephine Dietz. 

The celebration began with a sales 
conference, among the speakers being 
Miss Mary A. Murray of the Stevenson 








agency; R. G. Engelsman, general 
agent of the Penn Mutual Life in New 
York; Vice-president Frank H. Davis; 
O. W. Perrin, associate actuary; Harry 
Phillips, Jr., of the Engelsman agency; 
J. E. Gibbs, regional superintendent of 
agencies. 

The Monday evening dinner was at- 
tended by about 150 of whom sixty 
were members of the Bliven Agency and 
the remainder were women guests. The 
speakers were President W. A. Law and 
Vice-president John A. Stevenson. 


Explains Cohen-Barnes Deal 


President R. H. Angell of the Shen- 
andoah Life has issued a statement in 


connection with the removal of the 
Julius Barnes-Frank Cohen interests 
from that company. 

Last summer, he said, the Shenan- 


doah Holding Corporation entered into 
a contract of sale, disposing of 20,000 
shares of Shenandoah Life to Insur- 
ance Equities Corporation, the Barnes- 
Cohen organization. 

Mr. Angell said the first payment on 
this stock came due Feb. 25 this year 
and Insurance Equities defaulted. The 
time limit was extended until March 
15, but Insurance Equities did not pay 
on that date. The equity in the stock 
was therefore sold to the Shenandoah 





Holding Corporation April 5. Mr. 
Barnes and his two associates on the 
board were not reelected. 

This transaction, according to Mr. 
Angell, in no wise affects the, operations 
of the company. He states the business 
of the company is 45 percent ahead of 
last year. 


Increase Is Reported 

The Continental American announces 
notwithstanding the bank holiday and 
other restrictions which curtailed pro- 
duction at the close of the first quarter, 
new paid premiums excluding annuities, 
show an increase of 6 percent. New 
paid-for business shows an increase of 
10 percent. 

New business submitted for the first 
week in April shows an increase of 58 
percent, as compared with the corres- 
ponding week last year. 


Baker Agency Increase 


BOSTON, MASS., April 13.—The 
Harry J. Baker agency of the Bankers 
National Life paid for $600,000 in the 
first three months of this year, an in- 
crease not only over the same period of 
last year but 20 percent more than 
the paid-for business for the entire year 
of 1932. 
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J. I. Reece has issued a very lengthy 
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Life Insurance Salaries 


THE AGITATION in the Chicago daily 
papers and to some extent in other sec- 
‘ions over the question of life companv 
salaries is a rather delicate and contro- 
versial matter and yet one to which com- 
pany officials should give and no doubt 
are giving careful attention. Not alone 
salaries but high commissions and other 
agency and home office expense are 
worthy of careful scrutiny in times like 
these. Insurance companies are not 
alone in being subjected to analysis by 
a critical public on these points. Rail- 
roads and practically all other large cor- 
porations have likewise come in for 
their share. 

We have some of the great executives 
of the country among the heads of our 
life companies and many of these men 
are working for their salaries alone 
when if they were in other lines of busi- 
ness they would be capable, at least in 
ordinary times, of making much more 
money than they do in the life insur- 
ance business. The late Darwin P. K1ncs- 
LEY, president of the New York Lire, once 
said that the problem of the great mu- 
tual companies was to keep men of first 
rate ability in the official ranks when 
they could do so much better for them- 
selves if engaged in regular business. 
The public generally does not appre- 
ciate that in the great mutual companies 
they are buying their life insurance 
without profit to anyone. With the 
stock companies it is their own business 
as to how much they shall pay their 
officers, so long as there is a sufficient 
amount of capital and surplus behind 
the policy contracts to guarantee their 
performance. 


Business Can Be Written 


INSURANCE men in some cases seem 
to be overcome by the depression of 
the times and are allowing this factor 
to greatly interfere with their progress. 
Business undoubtedly is hard to get, 
that is business that will pay, but there 
certainly is new business of various 
kinds if salesmen will rid their minds 
of doubt and the obsession that they can 
get nowhere even if they put in harder 
licks. THe NATIONAL UNDERWRITER has 





As a practical matter it is hard for 
executives to effect economy down 
along the line if they do not themselves 
set the example. It is also a fact that 
there have been general reductions of 
salaries in many other lines of business 
and that the standards in the matter of 
compensation and profits have under- 
gone a change. No doubt the manage- 
ment of a life company in these times 
is fraught with anxiety and unusual re- 
sponsibility. The company executives 
as a whole have thought far more of the 
interests of their policyholders than of 
their own stipends. As a practical mat- 
ter they are undergoing twice the worry 
and doing double the work which they 
would in ordinary times and perhaps 
they should be paid more rather than 
less for their services as leaders in these 
difficult times. 

It is a time when the strictest econ- 
omy and even self-sacrifice are the 
marks of good management and when 
the examples of leaders are of greatest 
importance. Already some of the lar- 
gest companies have made cuts in ex- 
ecutives’ salaries, often greater than 
those carried on down the line. We 
cannot ignore the fact that the public 
which is standing reductions in divi- 
dends and losses in other directions will 
be particularly critical and observant of 
salaries paid in insurance institutions. 
For a time at least, until the present 
stringency is passed, wisely managed 
companies will take into consideration 
every factor which has to do with the 
popularity of the life insurance institu- 
tion and will eliminate so far as possible 
every element of possible criticism. 


had handed to it specific instances 
where agents have actually increased 
their business even in times like this. 
That does not mean that they are writ- 
ing assureds that cannot or will not pay 
but business where remittance is made 
reasonably prompt. This is the time 
to go forward boldly but intelligently, 
carrying hope in one’s heart rather than 
despair. It may pay to change one’s 





PERSONAL SIDE OF BUSINESS 





M. W. Livingston, 45, for 21 years 
chief of the accounts department of the 
Yeomen Mutual Life, died Sunday at a 
Des Moines hospital from a cerebral 
hemorrhage. 


John E. Murray, 56, Penn Mutual gen- 
eral agent at Cleveland from 1912 to 
1932, died Monday at his home in that 
city after two years’ illness. He was one 
of the company’s leading general agents, 
was prominent in the Ohio Life Under- 
writers Association and the Cleveland 
association. 


F. P. Hayden and P. V. Bond were 
honored at a banquet by agents of the 
Winnipeg branch of the Great West Life 
of that city. Mr. Hayden is retiring as 
superintendent of central agencies after 
25 years’ service and Mr. Bond, who has 
been agency supervisor of the branch, is 
now transferred to the head office agency 
staff. 

Burton H. Wright, 74, chairman of 
the board of the State Mutual Life and 
its president from 1910 to 1927, died at 
his home in Worcester, Mass., follow- 
ing a long illness. He had been with 
the company for 54 years, starting as 
junior clerk in 1879, becoming cashier 
and superintendent of agencies in 1908 
and president in 1910. He resigned as 
president in 1927 to become chairman 
of the board. 


Rans A. Neel, of the W. E. Watson 
general agency of the Register Life at 
Des Moines, Ia., has completed three 
years in the life insurance business and 
during that time has written at least one 
application every week. Mr. Neel was 
the leading producer of the Register 
Life in 1931. 


Robert L. Foreman, Georgia state 
agent for the Mutual Benefit Life is re- 
covering from an emergency operation 
at an Atlanta hospital. 


The general agents’ association of the 
Massachusetts Mutual - presented an 
oil painting of Joseph C. Behan, vice- 
president and superintendent of agents, 
to him on his 60th birthday. It is a 
remarkably good piece of work. Gen- 
eral agents from a number of nearby 
cities went to the home office to assist 
in the ceremonies attending the presen- 
tation of the painting. It is done in oil 
by Gilford Sackerman, portrait artist, 
and brother of General Agent Melvin 
Sackerman of Brooklyn. There were 
many telegrams and greetings of all 
sorts received by the genial “Joe.” 


W. B. Fowlkes, Jr. joint agency man- 
ager with his father in Birmingham, 
Ala., of the Provident Mutual Life, nar- 
rowly escaped death when his car 
crashed through the guard rail on a 
bridge near Marion, Ala., and over- 
turned in eight feet of water. He 
escaped by breaking the glass in a win- 
dow of the car and swimming ashore. 


Honoring Manager Ernest C. Hoy on 
his ninth anniversary there, $324,000 of 
business was written by the Newark 
agency of the Sun Life of Canada in 
one day, 136 applications being brought 
in by 35 full-time agents. 


President John R. Hardin of the Mu- 
tual Benefit Life will celebrate his 73rd 
birthday April 24. Mr. Hardin was 
made president of the company in 1924 
after having served as a director since 
1904. 


In March, which marked the end of 
his first year as a life insurance agent, 
John E. Gross of the St. Louis agency 
of the New England Mutual Life wrote 
90 applications for new life insurance, 
establishing a new record for the com- 
pany. His record is all the more re- 
markable in that it was set in a month 
marked by the general bank holiday, a 





selling methods. 


—— 


and general economic uncertainty. Th 
previous record for the company wa; 
89 applications by an agent in a Single 
month. 


Last Saturday night the officers of th. 
455th Field Artillery, in Cincinnati, hop. 
ored its honorary colonel, Charles RF 
Williams, president of the Western & 
Southern Life, with a dinner. 


Roy R. Henderson, agency directo; 
for the New York Life at Stockton 
Cal., is recovering from a broken ankle 
suffered while he was making prepara. 
tions for a meeting of the Stockton Life 
Underwriters Association. 


The opening session of the special 
meeting of the National Convention o 
Insurance Commissioners in Chicago 
was held on the first day when the 
sale of 3.2 was permissible. By th 
middle of the afternoon, the Palmer 
House, at which the convention was 
held, ran out of draft beer. However, 
there were other guests in the hotel. 

Some of the commissioners in states, 
which have laws forbidding the sale of 
beer, expressed the hope that uniform. 
ity might be obtained in lifting the mor- 
atorium on beer as well as in applying 
the moratorium on life insurance. 

The new Indiana commissioner, H. 
E. McClain, was compelled to borrow 
socks, shirts, etc., from some of his con- 
stituents at the ‘special meeting of the 
insurance commissioners in Chicago. 
Someone picked up Mr. McClain’s suit- 
case by mistake and went on with it to 
Omaha. However, he suffered no in- 
convenience as between Frank P. 
Manly, president of the Indianapolis 
Life; R. E. Sweeney, president of the 
State Life of Indiana; Arthur Hall, 
president, and F. B. Mead, executive 
vice-president of the Lincoln National 
Life, and H. M. Woollen, president of 
the American Central Life, the com- 
missioner was fitted out with exquisite 
raiment. 

Mr. McClain was notified this week 
of his appointment as a colonel on the 
staff of Governor Laffoon of Kentucky. 





Arkansas’ Action and City 
Bond Bill Are Disturbing 


NEW YORK, April 13.—Arkansas’ 
action in virtually repudiating its $$4,- 
000,000 state highway bonds by attempt- 
ing to force substitution of inferior se- 
curities has aroused a storm of protest 
among holders of these securities and 
threats of legal action by at least two 
states, Pennsylvania and ‘Nevada, which 
own these securities. 

This situation, in connection with the 
threatened passage of the McLeod-Nor- 
ris bill in Congress, which would allow 
cities to grant themselves moratoria on 
their debts, has had a very disquieting 
effect on the municipal bond market. It 
has practically paralyzed trading in the 
securities of other southern states. The 
fear is that the Arkansas procedure may 
spread to other states which are hard 
pressed. 

State, county and municipal bonds are 
held in considerable volume by life com- 
panies, to almost twice the extent th 
United States government bonds 

held. At the end of last year companies 
of the Life Presidents’ Association held 
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$727,000,000 or 3.8 percent of their as- 
sets in the former class of securities 2s 
against $404,000,000 or 2,1 percent 

United States governments. Like gov- 
ernments, municipals have always been 
regarded highly and have been held pri- 
marily for their liquidity and securit) 
While a state, like the national govern- 
ment, cannot be sued except by its own 
consent, the fact that its obligations had 
the entire “faith and credit” of the state 





change in the national administration 





behind them gave them high prestige 
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LIFE AGENCY CHANGES 
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yhart to Head New Branch 


ormer Equitable Man Made Connecti- 
cut General’s Indianapolis Manager 
—General Agent Bell Resigns 





H. E. Nyhart, who resigned recently 
s assistant manager of the Equitable 
Life of New York at Indianapolis, will 
become manager of the Connecticut 
General Life’s new Indianapolis branch 
May 1, succeeding L. D. Bell, general 
agent, who has resigned. Mr. Nyhart, 
before going to the Indianapolis office of 
the Equitable, was unit manager for the 
company at Lafayette, Ind. and has 
proved his ability as a producer of per- 
sonal business and an agency organizer. 

Mr. Bell opened the Indiana terri- 
tory for the Connecticut General in 1924 
and within five years brought his 
agency up to 15th place with the com- 
pany in paid-for production and quali- 
fed nine special agents for the com- 
pany convention that year. He was 
formerly assistant manager of the Trav- 
elers in Chicago for five years. 


Western & Southern Changes 


A new district office has been opened 
in Columbus, Ind., by the Western & 
Southern Life, which will include 
Bloomington and Shelbyville, and will 
be in charge of Manager C. B. Heiser. 

C. L. McManis, of Chicago, has been 
appointed manager of the Evansville, 
Ind. district of the Western & South- 
ern Life, succeeding C. L. Baird, who 
has been transferred to Richmond, Ind. 

The following Western & Southern 
ofices have been consolidated: Cam- 
bridge, O. and Coshocton, O., consoli- 
dated with Zanesville, O.; Lorain, San- 
dusky and Elyria, O. with Cleveland; 
Pontiac and Wyandotte, Mich. with De- 
troit; Marion and Muncie, Ind. with 
Anderson, Ind.; Michigan City with 
Gary, Ind.; and Bedford with New AIl- 
bany, Ind. 


S. W. Sanford, L. J. Evans 


S. W. Sanford, general agent for the 
Register Life in Davenport, Ia., has re- 
signed to become assistant manager of 
the Prudential in Davenport, covering 31 
eastern Iowa and 34 western Illinois 
counties. He had been with the Register 
Life 17 years. 

L. J. Evans, assistant secretary of the 
Register Life, will serve as general agent 
there and will also take over the train- 
ing school activities of the home office 
for general agents in addition to routine 
agency activities. 


Jeff D. Clark, J. H. Jarvis 


The Volunteer State Life, Chatta- 
nooga, has appointed Jeff D. Clark man- 
ager at Nashville, Tenn., and J. H. Jar- 
vis manager at Knoxville. Mr. Clark 
was formerly Nashville manager of the 
Columbian Mutual Life, Memphis. He 
succeeds W. A. Bryan, Jr., who has gone 








Writes “App” a Day for 
120 Consecutive Days 





T. F. Treadway, an agent for 
the Lorick & Vaiden general 
agency of the Missouri State Life 
at Columbus, Ga., as of April 1 
had written an application a day. 
for 120 consecutive days without a 
break and was still going strong. 
Some days during the run he has 
sent in as many as four applica- 
tions to the home office. Orig- 
inally he planned to produce at 
least an “app” a day for 100 days 
but when he passed that mark he 
decided to keep on going. 








a 











with the Massachusetts Mutual at Nash- 
ville. Mr. Jarvis was previously an agent 
for the Volunteer State at Chattanooga. 


R. H. Hepfer 


R. H. Hepfer, until recently super- 
visor of agencies for the New World 
Life in California, has been appointed 
manager of a newly established life in- 
surance department in the Los Angeles 
offices of Marsh & McLennan. Before 
joining the New World he was assistant 
manager of the Travelers in San Fran- 
cisco. 





Jacob H. Maurer 


Jacob H. Maurer has been transferred 
from Minneapolis to Fargo, N. D., as 
district manager in North Dakota for 
the Mutual Life of New York. He will 
supervise all of North Dakota, which 
has been handled from Minneapolis. He 
has been agency organizer at Minne- 
apolis and was formerly at Fargo. 


S. C. Tweed 


S. C. Tweed has been appointed gen- 
eral manager of the Occidental Life of 
Los Angeles in Canada and has estab- 
lished headquarters in Waterloo, Ont. 

Mr. Tweed was organizer of the On- 
tario Equitable Life & Accident and its 
president for many years. J. W. Millar, 
who has represented the company in 
western Canada for a number of years, 
will continue as associate manager with 
headquarters in Winnipeg. 











COMPANY NEWS 




















Would Form Victory Mutual 
Policyholders’ Group Promoting New 
Company to Succeed Victory 
Life, Chicago 





The receivers for the Victory Life of 
Chicago, a Negro institution, are sched- 
uled to report to federal court Friday of 
this week on the progress that has been 
made by a so-called policyholders’ group 
to raise funds for the establishment of 
the Victory Mutual Life, which would 
take over the Victory Life. 

Federal Judge Evans recently directed 
that time be given to the policyholders’ 
group to work out such a plan and re- 
port back to the court. The policyhold- 
ers’ group is undertaking to launch the 
Victory Mutual with $100,000 capital, 
with the idea that the capital could later 
be retired and the company mutualized 
under certain conditions. Three propos- 
als for reinsurance of the Victory Life 
were given consideration at first. They 
were those of the Missouri National 
Life, Supreme Liberty Life and this pol- 
icyholders’ group. The court stated that 
if the policyholders’ group is not able to 
raise the capital, he would probably turn 
the business of the Victory Life over to 
the Supreme Liberty Life, which is a 
Negro legal reserve institution. 

The incorporators of the Victory Mu- 
tual Life are John Holloman, president 
Pyramid Mutual Life, a Negro assess- 
ment concern; R. A. Valentine, John A. 
Howard, who was agency director of the 
Victory Life; L. K. Williams, a former 
director of the Victory Life, A. L. Wil- 
liams, G. F. Wagner of the law firm of 
Stansbury, Wagner, Welsh & Callaghan, 
Eleanor Osborne, R. A. Snow and Dor- 
othy Pratt. 


Central Life’s Folder 


The Central Life of Illinois has pre- 
pared an unusual folder, incorporating 
the annual statement. Above the state- 
ment are the pictures of the four lead- 
ing officers, giving their age, residence, 
history and the statement that they have 














More cash in banks 


More U. S. Government, state and 
municipal bonds 


More insurance in force 
More capital and surplus 


Greater ratio of assets to policy 
liability 


As of January |, 1933, com- 
pared to the previous year. 


The Great American Life of Texas 
has much to offer agents including a 
line of modern up-to-date policies 
and a liberal contract. 


Write the Home Office for open 
territory in Texas, Colorado, Louisiana, 
Idaho, Arizona and North Dakota. 





THE GREAT AMERICAN LIFE 
INSURANCE COMPANY 


Chas. E. Becker, President 
HOME OFFICE—SAN ANTONIO, TEXAS 


‘Where the sunshine spends the winter" 
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MORTGAGE LOANS IN 1932 AVERAGE.. 
INTEREST PAID ON FUNDS HELD IN 
TRUST . odd e8b G65 see 


JULIAN PRICE 
PRESIDENT 


Interesting Facts 


from the 


JEFFERSON STANDARD’S 


Annual Statement January 1, 1933 


NEW INSURANCE ISSUED (PAID-FOR 

Yep dabeheas veseeee$ 36,440,100 
INSURANCE IN FORCE................... 328,270,890 
PAYMENTS TO LIVING POLICYHOLDERS 

MEE «os sunnanamouticnion dicta: wee 6,387,683 
PAYMENTS TO BENEFICIARIES IN 1932.. 2,852,580 
TOTAL PAYMENTS TO POLICYHOLDERS 

AND BENEFICIARIES ................. 9,240,263 
TOTAL PAYMENTS TO POLICYHOLDERS 

AND BENEFICIARIES SINCE ORGAN. 

ip . 65,103,520 
RATIO OF ACTUAL TO EXPECTED MOR- 

Re mater ae scp tihacem cite a 59% 
INTEREST EARNED ON TOTAL _IN- 

VESTED ASSETS ......... v 5.5% 


6% 
57 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


Greensboro, North Carolina 


A. R. PERKINS 
AGENCY MANAGER 





























SATISFACTION 




















An agent must be fully satisfied that his Company 
is on the right basis and that it has policies to offer 
which will appeal. 


The "Buffalo Mutual" meets these requirements in a 
clear cut way. 


If you are interested in building a future in New 
York or Ohio, let us show you our agency contracts. 


George W. Curtis, 
President 


E. Parker Waggoner, 
First Vice Pres. & Supt. of Agents 

















BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 


Organized 1872 





Buffalo, N. Y. 














no other business affiliation. Those offi- 
cers are Alfred MacArthur, president; 
W. M. Johnson, vice-president and actu- 
ary; S. B. Bradford, secretary-treasurer, 
and R. E. Irish, agency vice-president. 
The folder also contains a message from 
President MacArthur. 


“April Showers” for Koch 


The National Life of Des Moines has 
designated April as president’s month, 
in honor of President William Koch. 
“April showers” of policies are asked 
of the agents in 22 states in which the 
National Life does business. 








Pearce H. Young Resigns 


Pearce H. Young, superintendent of 
agents of the Central Life of Iowa, is 
resigning this month. He has had a 
splendid experience. He was formerly 
associated with the Life Insurance Sales 
Research Bureau of Hartford and got 
a fine insight into company operations 
in his work there. At one time he was 
connected with the agency and service 
department of the Missouri State Life. 


Bailey with Illinois Bankers 
F. C, Bailey, for some years general 
agent and big producer for the Inter- 
Southern Life in Chicago and more re- 
cently connected with the Old Republic 


in production work, now is associated 
with the Illinois Bankers of Monmouth, 


Ill, in sales promotion work with heag. 
quarters at 33 North La Salle Street, 
Chicago. 





Wallington Eastern Manager 


I. D. Wallington, who has been with 
the Guarantee Mutual Life at its hom 
office in Omaha, has been appointe 
eastern division manager, with hea. 
quarters in Cleveland. He will hay 
charge of the company’s business j 
several eastern states, and has made ap. 
plication for license in a number of aj. 
ditional states. 


Home Office Is Moved 


The head office of the American Uniog 
Life of Oklahoma is being moved from 
Tulsa to Muskogee in the Commercia 
National Bank building. 








C. R. Younger on Union National Boarj 


Judge C. S. Younger, president of the 
American Insurance Union, Inc., Co 
lumbus, O., has resigned as a director 
of the Union National Life of Charles. 
ton, W. Va., and is succeeded by his 
son, C. R. Younger, Columbus attorney, 
who has done considerable legal work 
for the Union National. 





P. A. Heney of Seattle has been elected 
a director of the +e Union Life of 





Denver, succeeding R. E. Atschel of that 
city. 











SALES CONGRESS MAY 12 


The New York State Life Under- 
writers Association will hold its annual 
sales congress in Albany May 12. It 
is planned to have those going from 
New York City make the trip together 
on the night boat. 

*x* * * 


CALDERWOOD WITH N. Y. LIFE 


J. D. Calderwood of the editorial staff 
of the “Eastern Underwriter” has joined 
the New York Life as assistant to the 
editor of the “Nylic Review.” After 
graduating from Swarthmore college, Mr. 
Calderwood joined the Fidelity Mutual 
Life as an underwriter in the new busi- 
ness department. He later spent two 
and a half years in the agency field and 





_AS SEEN FROM NEW YORK 


By R. B. MITCHELL— 





joined the “Eastern Underwriter” in 
1929. 


* * * 
MADURO TO ADDRESS C, L. U.’s 


D. B. Maduro, counsel New York 
City Life Underwriters’ Association, 
will speak at the luncheon meeting of 
New York C, L. U. chapter April 19 
on “The Present Tax Situation in Its 
Relation to Life Insurance." 


HALL SALES DOWN 


The J. Elliott Hall agency of the 
Penn Mutual Life in New York City 
paid for $1,781,111 last month as com- 
pared with $2,192,880 for the same 
month last year. For the year to date 
the figure is $5,103,975 as against 
$5,983,492 for the same period last year. 








AS SEEN FROM CHICAGO 








E. J. BRAND OPENS OFFICE 


E. J. Brand, former general agent of 
the Lincoln National Life in Chicago, 
whose office was among the leaders for 
several years, and more recently with 
the S. T. Chase general agency of the 
Connecticut Mutual in Chicago, has 
opened the Allied Underwriters with 
headquarters in 134 North La Salle 
street, Chicago. He has a nucleus of 
12 agents and plans to build a large 
force. The office will function prac- 
tically on a brokerage basis, specializ- 
ing in a contract soon ~ be announced. 


DISCUSSION OF ETHICS 


Walt Tower, managing director Chi- 
cago Association of Life Underwriters, 
reviewed some 15 cases of unethical 
practices at the April meeting of the 
Chicago chapter of C. L. U., presided 
over by President Walter Hiller. Mr. 
Tower said there have been 400 com- 
plaints since he became chairman of the 
better business practices committee and 
the association is receiving 25 to 35 calls 
a day, coming to be somewhat of a col- 
lection office as many complaints have 
to do with loans and claims. Many pol- 
icyholders and agents also call for infor- 
mation on the standing of companies. 

One of the outstanding incidents in 
the campaign for better ethics was the 














activities of a man who sold 19 general 


agents and managers advertising con- 
tracts calling for $100 a year on the 
promise that he would take life insurance 
from them and give them leads. The 
association has to its credit bringing at 
least one agent back into the fold. His 
avenues for placing business were closed, 
some general agents getting in touch 
with their home offices and urging 4 
policy of issuing $1, 000 on the man’s ap- 
plications instead of the large amounts 
applied for, to avoid legal complications. 
The man finally appealed to the associa- 
tion and has gone straight for a year. 
Another agent went to policyholders 
with the proposition to borrow the cash 
reserves in their policies at 10 percent 
interest, saying he wanted the money for 
his clients who were not able to pay 
their premiums. He failed to pay some 
of these loans. The association got busy 
and forced him to make regular repay- 
ments. ; 
Another scheme was of a buyer’s dis 
count company, the idea of which was 
that life insurance could be obtained at 
low cost on a wholesale basis. The as- 
sociation discouraged this. Mr. Towef 
said agents guilty of unethical practices 
invariably contrive to get the premium 
note into the hands of a third party, 
which complicates the problem of cor- 
recting the situation. The proposed anti- 
twist and anti-rebate bill for Illinois 
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af Cc. LU, read a letter from Dr. S. S. 
Huebner of the Wharton school regard- 
ing the managers’ examination, passage 
of which it kas been decided will entitle 





anager 








been with toa certificate of excellence. 

t its home x *x * 

appoi 

Ps og hear INGERSOLL CLUB PRESIDENT 
will hay A. S. Ingersoll, associate general 
USINess in MM agent Mutual Benefit, was elected presi- 
made ap. Mi dent at the April meeting of the Life 
ber of ad. MN Insurance Trust Club of Chicago. Other 


new officers are: Vice-president, E. R-, 
Reynolds, Penn Mutual; secretary, C. C. 





Instead of electing officers once a year 
it has been decided to make the term 
six months. At the May meeting Na- 
thaniel Seefurth of the Seefurth Service 
will discuss the new federal gift tax reg- 
ulations just announced by the govern- 
ment. 


* * * 

NOVEL, SUCCESSFUL CONTEST 

A novel and successful one-day pro- 
duction drive was conducted by the H. 
G. Swanson agency of the New England 
Mutual Life in Chicago last week. To 
those who produced one application dur- 
ing the day, Mr. Swanson promised a 
bleacher seat for the opening game of 
the Chicago Cubs; for two applications, 















































ved Whitehill, Minnesota Mutual. The re- : 
‘ liring officers were: President, H. W.) 4 grand stand seat and for three appli- 
can Union erson, Rockwood Company; vice- | cations, a box seat. About 20 members 
An I , elt : 
>ved from MR president, A. B. Ingersoll, and secre- | of the agency qualified, bringing in a 
>mmercial JF tary, R. B. Marsh, Connecticut Mutual. | total of 46 applications. 
nal Boari 
ent of the NEWS ABOUT LIFE POLICIES 
Inc., Co 
a Fe New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
d wy rd Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
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bye PRICE, $5.00 and $2.00 respectively. 
: the policy is thus made a limited pay- 
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21 of that | Sun Life Brings Out Single Premium bar ay a 1 to ve ne eaten 
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suing at ages up to and including 85 a ulations into an endowment trust fund 
___ BH single premium “guaranteed return bal- — oe ee me yl upon 
. ” ricuiation o @ insure at any 
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The change has been made to remove — will ~ ape the company to resume 
the objection of some people to the eher scale at an earlier date. 
of t purchase of an immediate annuity that 
: they lose control of their funds. 
ork City ; - : ‘ 
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—_—_—- E. B. Stevenson led a discussion on 
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All Together, Now! 


The week April 17-22 has been 
set aside for an international effort 
by Life Insurance companies to carry 
their message to every prospect in 
the United States and Canada. It 
will be designated: 


FINANCIAL INDEPENDENCE 
THROUGH 
LIFE INSURANCE 
WEEK 


Here is an opportunity for con- 
certed action that promises to 
yield a rich harvest, not 
only in new business, but 
more important yet, in 


SERVICE TO HUMANITY 








The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office - 
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REWARDS of CONSERVATISM 


A’ a time when strong cash position is of paramount importance, 
our traditional emphasis on security of principal rather than 
interest yield has produced results that should inspire confidence. 
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Bradford H. Walker 


i 


THE LIFE INSURANCE COMPANY OF VIRGINIA 
ma RICHMOND, VIRGINIA 


The Company's 62nd annual statement reveals healthy progress 
in every factor designed to insure stability and the means to meet 
our liabilities. An increase of $1,436,400 brings total assets to 
$74,407,234.16. To special contingency reserves and surplus were 

added, respectively, $900,000 and $250,806. The aggregate of 
special contingency reserves, surplus, and capital amounts to 
$13,891,821.20—nearly 20% of our entire assets. 














In pointing to the encouraging record of the trying year just 
past, we gratefully acknowledge the fine cooperation of a loyal 
agency force, and the good will of policyholders, both old and new. 
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Southland Life owns 2,280 acres, of 
which 400 are under lease to oil com- 
panies. Geologists have expressed the 
opinion that about 1,600 acres are in- 
cluded in the probabilities as producing 
territory. . 

_ The eastern Oklahoma district meet- 
ing was the first of a series of ten or 
more to be held the next few months. 
Col. W. E. Talbot, agency manager, 
conducted the meeting. 


Dugger Handles East Texas 
W. L. Dugger, vice-president Great 
American Life, San Antonio, has been 
placed in charge of agency develop- 
ment in east Texas. 














Southern States 
Local News 


Companies Would Reenter Texas 


Action on the application of the Mas- 
sachusetts Mutual Life to reenter Texas 
after more than 25 years is being delayed 
while the insurance board is seeking to 
compute the taxes due the state on pre- 
miums collected by the company on 
Texas business since it withdrew from 
Texas when the Robertson law was en- 
































Comparative Financial Statement of the 


RELIANCE LIFE INSURANCE COMPANY 


OF PITTSBURGH - DECEMBER 31, 1932 






































INCOME 


Premiums 


EXPENDITURES 


Death Claims, Cash Surrender Values and Divi- 
dends to Policyholders....................... 
Commissions, Agency Expenses, Taxcs, Licenses, 
Traveling Expenses, Medical and Inspection 
Fees and Expenses of Conducting Accident and 
fA ERV ES 
Salaries, Rents, Advertising, Printing, Postage, 
Legal Expenses and Miscellaneous............ 
Excess Income over Expenditures............... 


Accrued Interest and Outstanding Premiums.... 


LIABILITIES 


Claims Pending, Premiums Paid in Advance and 

Commissions Due Agents ................ee00- 
Accounts Payable and Unearned Interest........ 
Amount Reserved for Taxes...................5 


Apportioned for Future Dividends to Policyholders 
Reserves :—Life, Accident and Health............ 
MENU: natu cceséccesecncceecsecds 
Capital Stock 
i cvitcabidunseneiaiwewddn Ee EOE te 





1932 


$15,150,717.87 
2,239,687.79 
246,805.91 
1,142,195.32 
3,325.77 


1933 


$15,968,541.08 
2,454,330.22 
264,722.47 
967,523.75 





$18,782,732.66 


$19,655,117.52 





$11,815,040.55 


2,826,919.20 


769,851.98 
3,370,920.93 


$ 9,775,297.93 


3,544,579.22 


800,632.01 
5,534,608.36 





$18,782,732.66 


$19,655,117.52 





$46,885,820.82 
4,487,308.33 
362,926.93 
875,197.76 
22,443,225.02 
2,796,689.66 


$46,012,453.26 
4,829,789.37 
98,654.47 
1,874,510.15 
18,841,729.78 
2,864,108.52 





$77,851,168.52 


$74,521,245.56 





$ 459,519.89 
427,948.87 
342,000.00 

1,744,444.17 
826,247.79 
68,130,921.73 
1,420,000.00 
1,000,000.00 
3,500,086.07 


$ 410,226.43 
362,358.35 
332,000.00 

1,819,450.92 
801,247.79 
65,165,755.37 
1,291,000.00 
1,000,000.00 
3,339,206.70 





$77,851,168.52 


$74,521,245.56 











} nies will not be so costly as formerly. 













FARMERS BANK BUILDING. 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 


PITTSBURGH, PA. 


acted. It is expected that the application 
will be granted as soon as the board and 
the company reach an agreement on the 
tax matter. 

The application of the Connecticut 
Mutual is also on file with the board. 
It was not one of those which quit the 
state because of the Robertson law. 


Urges Separate Department 


FRANKFORT, KY., April 13—The 
consolidation of Kentucky insurance and 
fire prevention and rates supervision 
under a separate department, divorced 
from the state auditor’s department, was 
urged by N. B. Sewell, state inspector 
and examiner, in a report to the gover- 
nor after an audit of the insurance de- 
partment. He held that the duties of 
the auditor in checking public accounts 
are sufficiently exacting to require all 
his time without the additional super- 
vision of the insurance, fire prevention 
and rates department. It is suggested 
that the combined departments be 
placed under supervision of an insur- 
ance commissioner appointed by the 
governor. Although many surplus em- 
ployes have been eliminated from the 
insurance department payroll, said Mr. 
Sewell, further reduction in the person- 
nel can be made without impairing 
the service. He also advocated cutting 
down the expenses of the examiners so 
that periodical examinations of compa- 





Oklahoma “Robertson Bill” Beaten 


A senate bill, similar in provisions to 
the Robertson law in Texas, was killed 
in the Oklahoma house. The measure, 
which would have made mandatory the 
investment of 75 percent of reserves, 
had passed the senate. 

A modified measure was introduced 
imposing a graduated tax on. gross 
premiums, depending on the amount of 
reserve the companies have invested in 
Oklahoma. 


Brown Addresses Club Women 


Matthew Brown, San Antonio man- 
ager Missouri State Life, addressed the 
convention of the Federation of Wom- 
en‘s Clubs for the fifth district on “Pro- 
tecting the American Home Through 
Life Insurance.” 


Adopt Code of Ethics 


BOSTON, April 13—A comprehen- 
sive-code of ethics and conduct for life 
underwriters and trust officers who co- 
operate as members of the Boston Life 
Insurance Trust Council was announced 
this week by President Franklin W. 
Ganse. The rules define the specific 
practices permitted and prohibited. 


Randall at Green Bay Meeting 


Clarence Randall, superintendent of 
agencies Franklin Life, held a special 
meeting for all agents in northeastern 
Wisconsin at Green Bay, with a ban- 
quet in the evening. 





Harris Mindlin, 65 for the last 26 
years a general agent in New York 
Cicy of the Equitable Life of New 
York, died there after three months’ 
illness. He joined the New York Life 
at the age of 22. In 1903 he went with 
the Equitable as an agent and was made 





general agent in 1907. 









12 % 


Inerease! 





The first three months of 1933 
showed a 12% increase in NEW 
PREMIUMS for The Lincoln 
National Life over the same pe- 
riod in 1932. 


The Lincoln National Life Keidienbiitiie Go. 


FORT WAYNE 
INDIANA 








News of Pacific 
Coast States 














Commissioner Subordinated 

DENVER, April 13.—The insurance 
commissioner will be considerably sub. 
ordinated under the reorganization 9 
the state’s administrative department 
effective July 1. His office is placed jy 
the department of law and the commis. 
sioner and his subordinates will be 
under the supervision and control of the 
attorney general. Commissioner Jack. 
son Cochrane of Colorado is perhaps 
the only commissioner in the United 
States under the protection of civil sery- 
ice, meaning practically a life tenure oj 
office. 


Moves Home Office to Riverside 


The Benjamin Franklin Life of Los 
Angeles has voted to move its head oj- 
fice to 3900 Market street, Riverside, 
Cal. President S. L. Quinn, in notify. 
ing policyholders, says that it is well 
known that some of the most successful 
insurance companies are located in 
smaller places. J. W. Sherman is secre- 
tary of the company. 





May Retain Mitchell a Year 


SAN FRANCISCO, April 13.—In a 
statement Governor Rolph is quoted as 
saying that he has taken under advise- 
ment the retention of E. F. Mitchell as 
insurance commissioner until April, 1934. 
Mitchell’s term expires April 24 this 
year and the governor has stated pre- 
viously he would not re-appoint the in- 
cumbent who was apvointed by C. C. 
Young, Gov. Rolph’s predecessor. 





Proclaims Independence Week 


With the suggestion that the press of 
California properly emphasize the impor- 
tance of life insurance and that “our 
citizens devote serious thought and give 
due attention to the subject of their par- 
ticular life insurance needs,” Governor 
Rolph has proclaimed the week of April 
17-22 as “Financial Independence 
Through Life Insurance Week” in Cali- 
fornia. 


New Arkanses end Obishems 
Handbook Is Off the Press 


The new Underwriters Handbook of 
Arkansas and Oklahoma comes from 
the press of THe NationaL UNDE 
wRITER. The combination book givés 
full insurance information concerning 
the two states. In addition to a com- 
plete directory of agents by cities and 
towns giving companies represented, 
there is a company directory, list of 
general agents, digest of insurance laws, 
statistics of companies showing the bus! 
ness in the states for the last six years 
and other very valuable information. 
There are 475 pages in the book. It's 
a complete insurance reference book for 
these two states. 





Reinsures Union Pacific Assurance 


Insurance Director Herdman of Ne 
braska has approved a contract by 
which the Service Life of Lincoln re- 
insured the Union Pacific Assurance 0! 
Omaha. Combined assets are $3,500, 
000, insurance in force $24,000,000, 
capital and surplus $510,000. There ' 
no change in officers. John A. Farber. 
Union Pacific president, and two of his 
associates become directors of the 5erv- 
ice Life. The Union Pacific recently 
absorbed the Equity Life of Omaha. 


The A. G. Joseph agency of the Home 
Life of New York has moved its — 
from 75 Maiden Lane to 225 West 34 














street, New York. 
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al ; agents are likely to remain available for 
7 renee a connection — the subsequent rein- 
afi ; surer and be less apt to twist the busi- 
ific | as of Receiver ness of the old policyholders. 
S Paid up policies and those in force by 
| (CONTINUED FROM PAGE 5) virtue of extended insurance present per- . 


plexing problems. Both depend for their 


: . , ~ 
yT1 1 4 : . 
at seagl gaye wey Pago existence upon their reserve values. Un- n ta n g ' D @ S a 





linated render values, pay renewal commissions til the unimpaired reserve can be defi 
B: : nitely known, it is impracticable to con- 
e insurance fe under agency contracts and yet he must | -—. : . ; 
: ., :. | sider the insurance in force for any 

erably sub. M attempt to protect the business which is : . . 
nization of arded as fair prey for raids by other | SP°Si#¢ amount or for any fixed period. 
n ol Be reg : ’ Probably, he said, the only assurance 











ye life ornament + nae seow, = that may be extended to the holders of 
Placed in By appointing < ) P such insurance is that of filing a claim 
he commis. MM tically every step he takes. . 8 
S will be To surmount these hurdles, the re- for the value of such policies. Wh hoosi fessi h 
‘ [ se » nec - 
col of eer chai aathoriy to Solicit] Avalentons tor terrente well aun eetanie -panier sxe 
oner Jack. ™ miums and hold the cash in a separate} The request of the policyholder for the h sas vA , we 
is perhaps ME account. In case of straight liquidation, | cash surrender value of his policy ter- the opportunities for personal promotion, and the 
he United J premiums must be returned to the pol-| minates the insurance, regardless of stability of the occupation under consideration. 
civil Serv- icyholders paying oe In ee when he receives his cash or even with- These items are fixed and tangible; they can be 
> tenure of MM they must be turned over to the rein-| out any action by the company. Ac- determined with almost mathematical certitude. 
surer in order that full credit may be dingly f der val : 
: Beg Nev cordingly, requests for surrender values, They are constantly before the public eye, and the 
given the insured. ever should such | received and unacted upon by the com- oe ae - 
Svereid premiums be impressed with any lien or] pany at the time of the receivership, average man uses them: to locate himself in his 
| impairment. An incidental question, he strictly speaking, relegate such policy- life work. 
fe of Los = is the yong of eo holders to a claim for policy values on 
s head oj. ™ % the premium so paid may be Charged | a jiquidating basis. However, a policy- wes : . sas 
Riverside [ME with expense of receivership adminrstra- ty ne sociale ee ae Begun A But it is the intangibles—those abstract qualities 
in notify. je ton. such a request had he anticipated a re- perpetually hidden from the five senses—that spell 
it is well Must Assist Policyholder ceivership. It is fair, then, to advise the peace of mind, spiritual gratification, pride of at- 
successful If the receiver wishes to keep business policyholder the result of his request and tainment. It is the ideals—the underlying prin- 
ocated in a * - give him an opportunity to withdraw. ciples of an institution—that bri d 
n is secre. ME it force he must do all possible to assist A reinsurance contract should give the P f an institution—that bring contentment an 
the policyholder to pay his premiums on saleshohiens of = doen eomnenn the prosperity, loyalty, and abiding trust into the heart 
some basis, according to Mr. Lytton. : : of the member 
That leh ic tntienened ter the Sect ee full benefit of all net earnings on their , 
Year pl we et i je fac 2 own group of business, including mor- 
: oy aby hes . ay ere ve tality savings and excess interest earn- Some institutions have minds, some have power, 
13.—In a extent of the impairment. An estimate ings. The reinsuring company should be some have wealth—a few have souls 
quoted as eae = chosen for more than the mere terms . 
. may be made, but it is only a guess. . : “ 
or advise- Tinenfect heute ten taleiets On teal a7 of its contract. No such contract is any 
‘itchell as icyholder, who is without funds guy od better than the company back of it. The 
’ . » J less reliable the company, the more gen- 


pril, 1934, : : Rowe olihes : 
| 24° this we, he his policy — a erous the contract it can afford to offer, 
ated pre- cate pros! x Asager iptha ‘ the a he said. E R l C A 
: 1 n extension of time for paymen bp M i 
ay. c of premium, collecting from the policy- Don’t Bargain Too Hard N E N T R A L | F E A 
. holder, on a term rate basis, only enough It is not wise for a receiver to drive 
or. : . ° e . 
to cover the period of extension. By] too hard a bargain with the reinsurer. | N S U * A N C £ C O M PA N y 





some, the use of premium lien notes and | That may bring on another insurance 
Week automatic loan provisions is believed to] disaster. The receiver should be satis- INDIANAPOLIS, IND. 
be wholly proper and even obligatory | fied that the reinsurer is basically sound, 


press of within the limits of the unimpaired por- | wants to do the fair thing and has estab- 
¢ impor- tion of the reserves. Others feel that | jished a reputation for that kind of deal- 
wy the receiver should not, even by court ing. 

authority, so utilize estimated reserves There are two methods of handling 





and give : - . r 
heir as and thereby bind the reinsuring com-| the lien. One is to estimate the impair- 
sovernor Me 22"y- A guess must be made, one way | ment and place a lien on reserves on an 
of April the other, however. equivalent percentage. The other method a e 
rendence Policy Loan Question is to fix tentatively the lien of 100 per- 
in Cali- : 5 J cent, subject to reduction from time to 
pa ee < wy : ed time by liquidation of assets and net I 
Oans Decomes involved. policy 10 er earnings of business. t t 
has borrowed 75 percent of the available In handling paid up and extended in- nves men Ss . 
homa value of his policy. A receiver is ap-| surance problems, a fixed percentage is 
P ne and the auditors determine — more practicable, he said. Values may J ; b b i; 
ress the reserves are 50 percent impaired.| be fixed and the amounts and periods ’ rmi “oN 
Does - “y= ~ it ~— to wi bor- | of insurance specified. However, if no etermine the ability 
book of rower—that the borrower has taken out | adjustment of the percentage is provided, - ° ’ 
‘s from + pa gy of the a _— 7 the initial computation, if wrong, may to fulfill claims. Security Mutual's 
UNpeER- et only 25 percent, subject to the result to the disadvantage of the rein- ° + * 
k gives MB Percent impairment—that he still has | surer or to the insured. If provision for portfolio of securities has been de- 
cerning 12% percent of his policy value unim-| adjustment is made, the tentative figure -f ts 
a com- paired? Does it mean that after rein-| may result in just as great uncertainty scribe y investment experts as 
ies and surance he will pay interest only on this] on this basis as does the 100 percent I bi ; oe . 
esented, [| 12% percent portion? Some hold to that | basis. constituting ‘“‘a diversification and 
list of view. , Those who support the 100 percent . ' r ‘ 
ce laws, {Others say that a borrower is not and | basis say that no one can compute the security which is highly satisfactory 
he busi- : nage not be at more ——— POsi- | ultimate impairment a eer a f 
x years an a non-borrower; the borrower | that it is logical to apply credits only : ° “9 
mation. ~ not arya Shey mn A value dy as these accrue through liquidation and rom an investment standpoint. 
. Itis icy; that he has merely mortgaged it | earnings and thus reduce the impairment ° . 
ook for J 2nd that the reserve remains, subject to] in a scientifically correct manner. This Security Mutual is the Company for 
4 loan, and that the impairment applies | virtue must be weighed against the dif- bl 
capable men to represent. 


to the whole reserve. Under this theory, | ficulty of fixing a basis for paid up and 
the man who has received 75 percent of | extended insurance. 
irance the reserve, has no unimpaired reserve Refuse Paid Up Policies 


f Ne- left. That theory would support the im- : , 
"4 Position of interest, under reinsurance, Some reinsurers will refuse to assume 


t w upon the entire impaired portion of the | paid up policies or any others not actu- . 
oe of reserve, regardless of the loan. ally on a premium paying basis, while . 
ince Dealings With Agents other companies will accept such respon- ecuri utug | 


a Th . : sibilities. It is fortunate when a respon- 
my ¢ receiver must deal with the com- | sible, experienced reinsurer who can and 
vw Be Pany’s former agents. The receiver can- | will assume these classes of policies, is 
sf his not go on with agency contracts, but] found. The reinsurer should not be nsurance 0 an 
% ad he can use these agents to help conserve | strained beyond its capacity, he said. 
Se business in force. Agents may be used Mr. Lytton expressed the belief that 


coe to encourage payment of premiums but | the handling of assets by separate trus- BINGH AMTON N y. 
> . ° 


not for actual collection. The receiver | tees, under supervision of the court, ap- 
should be able to obtain court authority | pears to be more desirable than the 
° pay conservation or collection fees | administering of assets by the reinsurer. 








Home ‘ . 
offices > agents. Policyholders are more likely There should be an allowance from 
Lo © follow the advice of agents and the | assets or proceeds of liquidation to cover 
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the expense of the reinsurer in the ad-| companies would find themselves jn ¢ 
ministration of the reinsured business. | nancial difficulties. One suggestion yw 
There has been but little uniformity in | for an insurance department conservaty 






























































































’ Pleasant this provision and abuses are not infre-| with powers to limit this and othe 
+ quent, he said. Some proposals contem- | withdrawals, as well as operate the byg, 
. WMoatant Anlicipations - e plate a flat, fixed allowance per thousand | ness. A law is needed in Illinois, it 
So. A f £ ons of insurance, regardless of the actual | was said, permitting the department , 1. 
+ ee? Sm ni icipa U cost. Invariably, he said, the allowance | take over a company, even when not jp. Wh 
‘PAL Peper exceeds the cost, which is a drain on] solvent, and work it out of difficultiec IMR these 
ee policyholders. If the allowance is insuffi- iaecuieiaiaaiidamie and t 
, = — for cient, however, the reinsurer will suffer. ° comp: 
Jak: staan Sonn The items and cost that are covered by Much Interest In fact | 























vevereversreseRsregs m4 fe any fixed charge should be clearly un- ° bookk 
2S: ~ business or profes derstood. Extra allowances for specific Company Rating count 
—eeeee . charges may unreasonably increase the and t 
——— sional women who are J ]} total allowance. 8. 
e s ‘ Propositions that the reinsurers’ reim- (CONTINUED FRSH FAGE <) Du 

thinking of their own bursement for expense take the form of | bring about a rating automatically. | Bij cash 

participation in earnings of the cr is said that Mr. Best has agreed to car. [ie shall 
° must be viewed with care, he said. e| fully review the situation with regarj Big to st 

Retirement Years. suggested that the basis be actual cost, | to all companies and to be even mop 9. 
with a specified maximum per thousand. | meticulous in applying the formula, abilit; 
A Practical Soliciting or Mail- Issue of Rewriting May Start Racketeering Process = 
ing Circular Expressly Prepared One of the most provocative issues is ae heb oueweriet with Peo seo 
Purpose of Presentin whether a reinsurance contract should | Pie entering the business Of giving sup By bene 
for the *P ith 6 permit or prohibit the rewriting of busi- | posed technical and accurate advice [J down 
Retirement Income wi OF ness by the reinsurer. Everyone agrees, | insurance because of the nature of th MM tinue 
Without Insurance—to Women. he said, that no other phase of life in- | times. The very era lends itself to this Bi panie 
surance has been more prolific of skull- | Sort of activity and there are many dap. 10. 
. duggery. If rewriting is authorized it ore ia ee sae ve < 
should be on definite terms which are Is Kind unless ey are abDsolutely 

Special Announcement clearly specified and collected. Rewrit- | honest and well qualified for the wa inti 
7 +s . ing on a veiled basis should not be per- | + ¢xecutives appreciate the danger Bi law 
The State Mutual Is Now Writing Life or Endowment Insurance mitted whereby the policyholder 1s de-| in this direction. The company rating (iM State 
on Both Male and Female Juveniles Who Have prived of the earnings of his group. This situation has mony angles. In the effor I in eo 
: : is accomplished by the retention by the | Of agents and assureds to get at the By regul 
Actually Passed Their Tenth Birthday. reinsurer of excess interest earnings and | Correct status of a company it is rea: Bi that | 


then issuing the new policy dated back | ized that there is an honest desire to BM this « 
with the reserve for prior years supplied | 2‘tive at the truth. Unfortunately state Bi mit 


by the policyholder’s interest-bearing | "surance supervision in some cases ha i faith 
= i A } E M obligation which constitutes a lien on| been lax so that people are not con- J visins 
the new policy. strained to rely on the fact that a con- 


Most contracts provide for the pay- | P@ny is licensed in a state to take it a Ad 


ASSURANCE COMPANY ment in full of death claims and most | Deing simon pure. 


provide for the deduction from benefits —_———_ 
WORCESTER, MASSACHUSETTS payable pon deaths occurring after the | Text of the Commissioners’ 


orpora 844 on the policy lien. The preference for ion : 
Ine ted 1 death claims is without support in legal Resolut s on Moratorium 
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principle but is accepted as a proper . 7 suc 
practice in these unfortunate situations, (CONTINUED FROM PAGE 4) upon 
he said. sentative of the company, you may pay “— 

Interest on Lien or allow for the relief of such industrial ™ f 





. i : policyholder a cash surrender value to 
The exaction of interest on policy| any one person for any of your indus- jae COmt 


w. 1. POnwT, jR. SHEAR MOODY ba liens is often misunderstood. He pointed | trial policies on the life of such policy- fam *° th 
out that insurance protection requires] holder or on the life or lives of any whic! 
not only reserves but interest on re-| member or members of such industria Gene 
serves and if there is a deficiency in re- | policyholder’s immediate family, not ex [i °™™ 
serve the interest on the missing portion | ceeding $100. this » 

AMERICAN NATIONAL | ]/*sice=! ~os 
Disability claims present another prob- A. Present deposits. If 
lem. In some contracts, an attempt has No such company shall pay any sum 


INSURANCE COMPANY been made to provide monthly income | deposited with it of allowed vo accom ff 
claims while in others provision has been | Jate in its possession under any policy We ; 


made for payment, consistent with policy | except that such company may a 
GALVESTON, TEXAS liens and the reduction thereof from time (a) Pay the interest on any such vide 
to time. As to waiver of premiums, Mr. | sum at the due date thereof; "aa 


Lytton asked from what source can a (b) Pay any principal sum which fl 
reinsurer of impaired business be ex-| shall become due without the exercise [9 jum 


-4e * pected to obtain the wherewithal to pay | the option of withdrawal; && 
A Continued Conservative premiums for the insured? If the re-| (c)" Pay any installments of such OuS 
insurer will agree to retain the insur-| sums according to contract now or hert- om 
Development Program ance in force and deduct such premiums | after in force; Tllin 
é, — — — — _ — (d) Permit the application thereof to BR day 
or from later developed or restored pol-| the payment of any premium or afy Y: 
In Each Department icy values, more cannot be expected. pe A sm to the pe A of the per- jude 
The question of reinsurance ceded by | son to whose credit said sums are held; J proy 
ORDINARY INDUSTRIAL or to the company prior to its insolvency (e) Where the depositor has a with- oy 
comes up. Companies, which the defunct | drawal option under the terms of the ir ¢ 
, voor emf ber an eee iy Se deposit poeanet, allow the withdrawal tatio 
wna i HT H continue to cede the premiums. 1S} in any calendar month of not to exceed 
Operating in 26 States, Cuba, Hawaii, and Porto Rico important, however, that the receiver | 5 bre Beers of the soahenn to his or her 
maintain reinsurance risks ceded by the | credit not to exceed $200 per month. Fe 
A Well Diversified Line of Modern Policy Contracts, including Juvenile defunct company. A few heavy jolts B. Future deposits. in b 
Policies, Retirement Income Policies, Salary Savings, and all Types of Annuities, through death claims over the amount of The company may pay, without rt _~ 
enable our Representatives to render the Insuring Public the Best in Life Insur- the defunct company’s retention may Se- | strictions, any sums deposited with it assul 
ance Service. riously hinder the plan. since the date of this order, in cash : og 
Men of Character and Integrity, desiring @ connection with the Ordinary Suggest Conservator Plan ee © = Ar 
Department, providing Liberal First Year and Renewal Commissions are invited Strong sentiment for Superintendent] count of dividends accrued ‘since that dh 
to address inquiries to Palmer’s bill to regulate life company | date. tual 
2 etary _ also -« ——— 6. Loans account premiums hert the f 
" , oing away with receiverships and per- aa: ‘ ife 
Earnest L. Roberts, Vice President mitting the appointment of conservators a  S as to the extent of the BB “ain 
to work out frozen assets and set com- ow 








panies back on their feet if possible, 
was evinced at the meeting. also CLAY W. HAMLIN one 
AMERICAN NATIONAL INSURANCE CO. a St the mecing. “Te aia|| |CLAY W. HAMLIN  |)) ‘= 


was said that premium loans are be- 
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oan value stated in the policy make a 
Joan thereon, in addition to any other 
loan herein authorized equal to the total 
amount of premiums paid thereon to the 
company in cash since the date of this 


order. ; 
7 Minor exceptions. 


Where payments are permitted under 
these regulations to any policyholder 
and the net amount remaining with the 
company is only a few dollars and in 
fact so small as not to warrant the 
bookkeeping expense of keeping the ac- 
count open, full payment may be made 
and the account closed. 

8. Dividends to stockholders. 

During the stay of policy loan and 
cash surrender value payments, you 
shall not declare or pay any dividends 
to stockholders. 

9, Payments of death benefits, dis- 
ability benefits, matured endowments 
and annuities. 

Nothing herein contained is to ex- 
cuse or prevent the payment of death 
benefits, disability benefits, matured en- 
dowments or annuities, which must con- 
tinue to be met promptly by all com- 
panies. : 

10. Companies of other states—reci- 
procity. 

Where the emergency rules and regu- 
lations of a supervising authority or the 
law of any other state of the United 
States shall require conditions or action 
in conflict with the foregoing rules and 
regulations of this department, then in 
that event such rules and regulations of 
this department may be modified to per- 
mit the company to comply in good 
faith with the requirement of the super- 
vising authority of such state. 


Adjustable Lien 
on Illinois Life 





(CONTINUED FROM PAGE 4) 


such a course and generally bad effect 
upon all life insurance, as well as that 
reinsured. 

Persons close to Receiver Davis said 
he found no serious objections to the 
contract, save some “rough spots” due 
to the haste with which it was drafted, 
which might have to be ironed out. 
General Davis hoped to be able to rec- 
ommend approval at the hearing late 
this week. 


Act Quickly to © 


If this is done Judge Wilkerson is ex- 
pected to speed remaining legal action 
so the new company may begin to 
function in conserving the Illinois Life 
business, which is being constantly 
raided. 

Attempts of several grouns to delay 
such action are expected, however. A 
number of men who took part in prev- 
ious hearings, representing themselves, 
policyholders, stockholders or other 
companies desirous of reinsuring the 
Illinois Life were present in court Tues- 
day, and one or two privately have ad- 
mitted that they will take legal steps if 
Judge Wilkerson does not quickly ap- 
prove the contract with Mr. Kemper. 
An entirely new proposal was prepared 
by one of these men ready for presen- 
tation as opportunity offered. 


Features of Contract 


ve B 





_ Features of the Kemper contract are 
in brief: 

Art. I. All business reinsured and 
assumed, including annuities, supplemen- 
tary contracts and reinsurance, outstand- 
ing and in force on Nov. 28, 1932. 

Art. II. Death claims prior to Nov. 28 
to be paid in full within 120 days after 
final approval of the contract, the Mu- 
tual Protection to be reimbursed out of 
the assets or the earnings of the Illinois 
Life business taken over. Disputed 
Claims are to be presented to the court. 
_Art. III. Policies that lapsed after 
Nov. 28 can be reinstated without evi- 
wanes of insurability. Policies lapsed 

etween Jan. 1 and Nov. 28, 1932, can be 

Seatated on evidence of insurability. 
. her reinstatements are optional with 
he Mutual Protection. Right of rein- 
Statement continues for 60 days after 
receiver sends out notice. 

Lapsed policies not reinstated get the 





benefit of automatic nonforfeiture pro- 
vision, less policy lien. Reinstated poli- 
cies subject to lien. 


Details of Liens 


Art. IV. Liens. The “net aggregate 
reserves” shall be calculated by taking 
the net policy reserves and deducting 
therefrom policy indebtedness. The re- 
ceiver turns over to the company all 
cash and all such other assets as can be 
valued by agreement between the com- 
pany and the receiver. From such cash 
and the value of such assets are to be 
deducted the premiums taken in by the 
receiver which should be credited to par- 
ticular policies, the death claims which 
the company assumes under Art. II, the 
reserves which should have been set 
aside as of Nov. 28 for additional acci- 
dental death benefits, for waiver of pre- 
mium benefits, for the present value of 
all income disability claims arising be- 
fore Nov. 28, and for single premium 
annuities in force on Nov. 28, and all 
premiums falling due after Nov. 28 which 
were paid in advance before that time, 
and the balance shall constitute the 
“policyholders’ first credit.” 


Establish “Lien Percentage” 


The difference between the net aggre- 
gate reserve and the “initial policy 
credit” constitutes the amount of “de- 
ficiency in the aggregate reserves.” The 
ratio between the deficiency and the 
aggregate reserves establishes the “lien 
percentage,” and the first credit estab- 
lishes the “first credit percentage.” 

The following are reduced by the 
amount of the “lien percentage”: 

(1) Survivorship investment fund con- 
tracts maturing in 1932 and prior there- 
to; (2) endowment policies which ma- 
tured on or prior to Nov. 28, 1932; (3) 
annuity contracts (except single payment 
annuities) upon which no further pre- 
miums are payable in accordance with 
the terms thereof after Nov. 28, 1932; 
also, annuity contracts upon which fur- 
ther premiums are payable in accordance 
with the terms thereof after Nov. 28, 
1932, but upon which no premiums are 
paid after Nov. 28, 1932; (4) supplemen- 
tary contracts not arising out of death 
claims; (5) dividends apportioned and/or 
left to accumulate on or prior to Nov. 
28, 1932; also, dividends contingent upon 
the payment of premiums; (6) contracts 
of paid-up insurance in force on Nov. 28, 
1932; (7) obligations included by the 
Illinois Life as special policy reserves 
or in the suspense account of the Illinois 
Life; and (8) each policy in force as 
extended insurance on Nov. 28, 1932. 


Will Bear 4% Percent Interest 


Survivorship investment fund con- 
tracts have set aside for them the “first 
credit percentage” of the amount which 
the Illinois Life should have set aside, 
and they are credited with earnings. 

Policy liens bear interest at 4% per- 
cent. 

Annuity contracts upon which pre- 
miums are still payable are subject to 
the lien. The annuity is reduced to what 
the net value less the lien would pur- 
chase at the time the first payment under 
the annuity shall become due. 

Policy liens are waived on claims oc- 
curring between Nov. 29, 1932, and Dec. 
31, 1947, but the company shall have the 
right to be reimbursed for the amount 
so waived, either out of the earnings on 
the business taken over, or if the earn- 
ings are insufficient, then out of any 
assets of the Illinois Life theretofore or 
thereafter received by the company, or 
the company may reinsure the liens 
either itself or in any company licensed 
in the state of Illinois, the expense of 
the reinsurance to be reimbursed to the 
company in the same manner. However, 
after three years the waiver of liens on 
death claims shall be subject to the 
earnings being sufficient to reimburse 
the company. 

Policyholders have the right to pay 
off liens and if so paid off, further credits 
on the policies shall be payable in cash 
to the policyholders. 


May Be Discharged by Earnings 


The amount of the lien is deductible 
from any money which becomes payable 
under the policies, except as waived on 
death claims. Nonforfeiture benefits are 
reduced by the amount of the lien. 

Premiums paid to the receiver or col- 
lected by the Mutual Protection before 
final approval of the contract are appar- 
ently free from lien, although the con- 
tract is not very clear on this. Pre- 


miums that could have been rejected by 
the receiver or by the Illinois Life can be 
returned and rejected by the Mutual 
Protection within 60 days. 

The liens may be discharged by earn- 





We Have Openings 


For Aggressive District Managers in 26 States and 
the District of Columbia, paying liberal first year 
commissions and non-forfeitable monthly renewals. 


Our policies consist of a wide range of low cost 
participating contracts, designed to meet today’s 
economic conditions. 


We also have attractive Annuities and Juvenile 


policies. 


LIFE 


ORGANIZED I90! 


For complete particulars write 


F. A. Hicks, Superintendent of Agents 


COMPANY 





Assets Exceeding $16,500,000.00 








GIVING NEW FIELDMEN A BREAK 
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Pan-American Systems 
Give Inexperienced Men 


The Right Kind of Start 


Giving the new Life Insurance man a rate 
book, a few applications and a pat on the 
back as his first “training” is long passé. Like- 
wise, unorganized verbal instruction is losing 
favor in putting new Fieldmen to work. 

Hence the Pan-American's Confidential 
Training Guide for beginners. It takes the new 
man through first essentials of Life Underwrit- 
ing and he knows from the start the things 
which cost months of experience to many. 
Subsequent training can advance rapidly. 

Supplemented by coaching and sales helps 
offered under Pan-American systems, this 
training course gives the new Fieldman the 
“break” for success he deserves. It takes a 
load off the Manager's shoulders, too. 

For Pan-American agency information, ad- 


dress 
TED M. SIMMONS 
Manager United States Agencies 
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1932 
ANOTHER YEAR OF REAL 
PROGRESS FOR 
THE OHIO STATE LIFE INSURANCE 
COMPANY 


li, 


The Company Not Only Increased Its 


ASSETS 
CONTINGENCY RESERVES 
SURPLUS 
CASH ON HAND 
UNITED STATES BONDS 


AND 
ITS LIQUIDITY 


BUT, ALSO MADE AN OUTSTANDING 
PRODUCTION RECORD 


While the Paid-For Volume of New Insurance Produced by All 
Companies in 1932 Was Only 81°/, of the Amount Produced in 
1931, THE OHIO STATE LIFE FIELD FORCE INCREASED ITS 
PAID-FOR PRODUCTION TO 119% of Its 1931 Production— 
Thus, Making a Difference in Favor of the Oslico Field Organiza- 
tion of 38%. 


The Ratio of SURPLUS to LIABILITIES 
Makes This One of the Strongest Life Insur- 
ance Companies in America 








A REAL COMPANY FOR REAL MEN 


THE OHIO STATE LIFE INSURANCE COMPANY 


Columbus, Ohio 
F. L. BARNES 
Agency Vice President 


U. S. BRANDT 
President 
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CONFIDENCE and SATISFACTION 


Applications for new assurances were received 
by the Sun Life Assurance Company of 
Canada at an average rate of more than One 
Million Dollars for every working day of 


1932. 

During the same period, the Company paid 
out to policyholders and beneficiaries more 
than $360,000 for every working day. 





SUN LIFE ASSURANCE 
COMPANY OF CANADA 




















ings or assets, but if not so discharged 
by Dec. 31, 1947, they become permanent. 


New Rates on Disability 


Art. V. Total and permanent disability 
waiver provisions are assumed by the 
Mutual Protection. 

Total and permanent disability claims 
arising before Nov. 28 are to be paid, but 
the payments are deductible from death 
claims or values. 

Total and permanent disability income 
contracts are not reinsured. The pre- 
mium for the income feature of the pol- 
icy is discontinued. The policyholder 
may, however, in lieu thereof continue 
disability premium waiver at the rates in 
force by the Illinois Life on Nov. 28, 1932. 

Single premium annuity benefits are 
to be paid promptly. 

Art. VI. Policyholders who wish to 
drop out must give written notice within 
30 days, whereupon the Mutual Protec- 
tion will return to the receiver the 
amount of their equity, and will also 
credit back to the receiver any additional 
payments. 

Notice of the contract of reinsurance 
is to be sent policyholders. 


May Be “Minus” Credits 


Art. VII. The Mutual Protection is 
subrogated to the rights of the receiver, 
the Illinois Life, etc. 

Assets upon the value of which the 
Mutual Protection and the receiver are 
unable to agree, called “remaining as- 
sets,” are to be liquidated as promptly 
as may be practicable and the Mutual 
Protection’s share of the proceeds is to 
be paid to it, or the company and the 
receiver may later agree on the value 
of remaining assets. All such receipts, 
and also earnings on the business taken 
over, are to be credited to policyholders 
or contract holders. The credit on the 
lien may be either plus or minus, de- 
pending on whether the additional re- 
ceipts are sufficient to cover the amount 
the Mutual Protection is to be reim- 
bursed for or not. The net profit or loss 
is to be calculated in accordance with the 
gain and loss exhibit of the annual 
statement form of the National Conven- 
tion of Insurance Commissioners and 
may constitute a plus or minus credit to 
policyholders. 


Can Take Assets and Cancel Lien 


If the lien is discharged prior to Dec. 
31, 1947, the profits thereafter belong to 
the Mutual Protection, including any 
further proceeds Of “remaining assets.” 

At any time the Mutual Protection may 
elect to take over the “remaining as- 
sets” and cancel the lien. 

Art. VIII. The premiums on policies 
taken over remain unchanged, except 
that the Mutual Protection has the right 
to adjust premiums on certain classes of 
policies the same as the board of direc- 
tors of the Illinois Life would have had. 
Dividends on participating policies are 
in the discretion of the Mutual Protec- 
tion. 

Art. IX. Additions to reserves from 
new premiums are available to the pol- 
icyholders without liens. 

No loan or cash surrender value re- 
sulting from the initial policy credit or 
from earnings, etc., shall be available 
for policy loans or cash surrender values 
prior to Dec. 31, 1937, and the court may 
extend this time. Automatic premium 
loans are inoperative as regards “initial 
credits.’” 

Protection for Agents 


Art. X. The Mutual Protection anti- 
cipates the use of the agency plant of 
the Illinois Life. Agents that do not 
continue with the Mutual Protection get 
5 percent maximum renewal commission, 
provided they are loyal in helping to 
conserve the business. 

Art. XI. Accurate accounts are to be 
kept by the company of income and ex- 
penses to determine the earnings of the 
business taken over. 

The Mutual Protection, for its services 
in administering business reinsured and 
for the use of its capital, shall be en- 
titled to reasonable compensation, the 
amount of which for each year shall be 
fixed by the company’s board of direc- 
tors, but the average thereof as of the 
end of any year shall not exceed $75,000 
per year. 

Art. XII. Records are to be turned 
over to the Mutual Protection and be- 
come its property. It can occupy the 
Illinois Life’s home office building for 
one year on payment of taxes. 


Form Liquidating Corporation 


Art. XIII. A liquidating corporation is 
to be organized by the receiver to take 
over the Illinois Life assets and handle 
the liquidation, the corporation to have 





such powers as are necessary for th 
purpose. 

Art. XIV. Holders of registered poy, 
cies have no other rights than the ». 
dinary policyholders of the company. 

Art. XV. The records of the LIllinoy 
Life are made conclusive on the righy 
of policyholders. Technical rights of t, 
company and of policyholders are pr. 
served and established. 

Art. XVI. Applications for loans ay 
cash values are canceled. Art. XVII hy 
to do with statements. Art. XVIII esta. 
lishes methods of making claims or cop. 
plaints under the contract of reinsy. 
ance. The remaining articles are tec). 
nical. 

Some Chicago life men who analyz 
the agreement said there appeared y 
be a double provision for deducting dj 
ability income payments on claims fy 
disability which occurred prior to No 
28. They said. the formula for use j 
determining the “policyholder’s _ firg 
credit” calls for deduction of such py. 
ments, and the section relating to dj. 
ability clause stipulates these payment 
are to be deducted from death proceed 
and also from loan and surrender, pai 
up and extended insurance values, 
was said this constituted double & 
duction of the payments, 


East Welcomes 
Uniformity Step 


(CONTINUED FROM PAGE 3) 


keenly aware that production is sti 
being considerably handicapped. In geo- 
eral, however, the situation is being ac. 
cepted philosophically and hopefully. 

Superintendent Van Schaick has |ib- 
eralized the New York regulations tp 
conform approximately to the model e- 
dorsed at Chicago in those respect 
where the convention resolution is mor 
liberal than the New York rules. No 
change has been made where the latter 
are more liberal than the commission 
ers’ proposal. 






The new amendment allows loans ani ff 


surrenders where the depositor has 3 
withdrawal option but not to exceed 
$200 per month, where deposits hav 
been made or endowments mature( 
since March 9. Where a premium has 
been paid in cash the policyholder may 
borrow an amount equal thereto in a¢- 
dition to other loans allowed. 


Want Specific Answer 


Many agents and policyholders art 
eager to know just when the life insur- 
ance moratorium will be lifted. Appar 
ently they want someone to tell them 
the restrictions will be lifted two weeks 
from Wednesday; in other words, a spe 
cific answer is desired. 

The individual agent is probably in 4 
good a position to guess when the lifting 


will take place as anyone in the country. | 


way. 


—— + 


It depends on the factor of public ps): § 


chology, the federal farm relief program, 
including farm mortgage refinancing, 
whether many railroads take advantage 
of the new bankruptcy act and scale 
down their funded indebtedness; whether 
inflation f 
whether policyholders would rush to 
withdraw their equities in order to ust 
the funds for speculation; the practical 
effect of the various federal measures. | 

In fact, the moratorium question 
tied up so closely with vast economi 
issues that it becomes part and parce! 


is entered upon and if 50) 


of the economic scene. About the only J 


safe statement is that the moratorium 
a temporary measure. One of the lead: 


ing insurance commissioners, in Chicage J 


last week, expressed the opinion pr 
vately that the restrictions would be 
lifted “in a few months.” The questio® 
of when will the restrictions be lifted is 
a question of when can the restrictions 


@ SELL Accident and Health 
Insurance 


The Accident and Health Review 


tells you how, gives you new sales ideas and sif 
gestions, latest news, court decisions, etc., 
Send $c in stamps for sample copy to A-I% 
Insurance Exchange, Chicago. 
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be lifted and that is anybody’s guess, 
from the president of the largest com- 
pany to the agent in the smallest hamlet. 


Dunham Follows Form 


Commissioner Dunham of Connecticut 
was among the first to issue emergency 
regulations in line with the recommen- 
dations of the National Convention of 
Insurance Commissioners. He follows 
the recommended regulations, without 
change, except that loans may be made 
and cash surrender values paid for edu- 
cational purposes, to farmers for agricul- 
tural purposes and for the continuance 
of payroll. 

The new Connecticut regulations 
make no mention of dividends to stock- 
holders. This is in line with Col. Dun- 
ham’s announcement that he contem- 
plated no restrictions on stock divi- 
dends.. } p 

Commissioner McClain of Indiana on 
Monday promulgated the regulations 
suggested by the commissioners’ con- 
vention. 

Emergency regulations in Iowa, Kan- 
sas and Montana have been modified to 
follow the model endorsed at Chicago. 
Massachusetts has issued new regula- 
tions closely following the model regu- 
lations except as to loans above $100 
for specified purposes. 

In Florida Commissioner Knott has 
removed all restrictions on policy loans 
and cash surrenders. 


New Illinois Regulations 


Superintendent Palmer of Illinois has 
issued regulations identical to those rec- 
ommended in Chicago with one excep- 
tion. He requires that where cash sur- 
render values are demanded and the pol- 
icyholder does not desire to use them 
for payment of other premiums, the 
company is required to keep the balance 
demanded to the credit of the policy- 
holder to be returned to him with inter- 
est at the rate specified in the policy 
when the moratorium is lifted. 

The insurance committee of the IIli- 
nois senate at a hearing Wednesday 
voted to postpone until April 19 action 
on the bill which gives broad power to 
the insurance superintendent in regula- 
tion and control of insurance companies. 
Purpose of the delay is to give the in- 
surance companies an opportunity to be 
heard if they wish. 

Mortensen Calls Meeting 


Commissioner Mortensen of Wiscon- 
sin announced Monday that he would 
call a meeting of life executives in order 
to discuss modification of the present 
restrictions in his state, in view of the 
action of the commissioners in Chicago. 
The form of regulations recommended 
in Chicago is more liberal than the pres- 
ent Wisconsin moratorium. Mr. Mor- 
tensen said he favors extending the loan 
privileges gradually. 

Commissioner Herdman of Nebraska 
has announced that he will not exercise 
the power given him under the mora- 
torium act to reduce the salaries of in- 
surance company officials until after the 
legislature has indicated what it will do 
with bills now on the calendar in each 
house. It was brought out in hearings 
that salaries of $32,000, $36,000 and $45,- 
000 each year were being drawn by offi- 
cers of Omaha companies. 


California Regulations 


In California, pursuant to emergency 
legislation, Commissioner Mitchell has 
issued regulations effective for 60 days 
Prohibiting payment of loans, surren- 
ders or policy dividends of more than 
$100. Payment of dividends to stock- 
holders is prohibited. 

Immediately after the order was is- 
sued it was reported eastern companies 
would be called upon to account for 
distributing large sums of cash under 
alleged subterfuge arrangements. East- 
ern companies in California reported, 
through their San Francisco managers, 
that a number of large policyholders de- 
Siring to obtain large sums of cash had 
threatened the companies with legal ac- 
tion, based upon the wording of the 
life contract, if the full loan or cash 
Surrender value was not forthcoming. 
According to reliable information the 
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companies finally acceded to these de- 
mands. 

In Maine emergency legislation was 
enacted and regulations issued following 
the original New York type and allow- 
ing loans for payrolls and prior commit- 
ments and providing reciprocity as to 
regulations and laws. An additional 31- 
day grace period (four weeks on indus- 
trial) is granted on policies expiring be- 
tween March 4 and April 14. 

In New Jersey regulations have been 
amended to eliminate the $100 maximum 
limit, permitting loans according to the 
contract “to the extent required to re- 
lieve immediate need if the policyholder 
shall satisfy the company by reasonable 
evidence that the withholding of the cash 
surrender value or joan would result in 
hardship to the policyholder or to his 
dependents.” Reciprocity provision ap- 
plies to other state laws as well as emer- 
gency regulations. The ban on declara- 
tion of policy dividends is rescinded. 


Reaction Good to 
Chicago Memorial 


(CONTINUED FROM PAGE 3) 


agricultural purposes, is not recommend- 
ed in the resolution 

The resolution was adopted after a 
day and a half of deliberations. On the 
morning of the first day, an open ses- 
sion was held at which a number of 
commissioners and company executives 
set forth their views. In the afternoon 
of the first day, the commissioners went 
into executive session, calling in repre- 
sentatives of American Life Convention 
companies and Life Presidents Associa- 
tion companies. Late in the afternoon, 
after much oratory, the roll was called 
on the general proposition of whether 
the commissioners favored some sort of 
moratorium. The result was 21 for a 
moratorium and 6 against. Thereafter’ 
a committee of the commissioners was 
appointed to draft recommendations to 
be presented to the commissioners the 
next morning. That committee consisted 
of Van Schaick, New York, chairman; 
Palmer, Illinois; Thulemeyer, Wyoming; 
Thompson, Missouri, and Brown, Mas- 
sachusetts. 

This committee labored until late in 
the night in an attempt to reconcile dif- 
ferences of opinion. A resolution was 
finally prepared and agreed upon and 
was submitted to the commissioners in 
executive session -the next morning. 
After about an hour and a half, company 
executives and camp followers were 
called in and announcement was made 
that the resolution had been adopted. 
It was read to the assembly by Superin- 
tendent Van Schaick. The gratification 
of company men was obvious, from the 
expressions on their faces and from their 
comment. 


Individual Action Next 


The important question now is 
whether the recommended regulations 
will be promulgated by the individual 
commissioners. The commissioners or 
other department representatives of 31 
states were present at the Chicago meet- 
ing. Most of these, it is assumed, will 
fall in line, but the attitude of many of 
those who were not present is not 
known. 

The text of the resolution is presented 
in full elsewhere in this issue. 

At the opening session, President 
Brown made preliminary remarks, re- 
calling the meeting of commissioners 
that was held just before the national 
bank moratorium in an unsuccessful at- 
tempt to reach a decision on the life 
imsurance moratorium. At that time, 
many of the commissioners desired to 
have a resolution adopted, pointing out 
that life insurance companies should be 
given the same consideration in any leg- 
islation that is given the banks. An 
agreement could not be reached, how- 
ever, and the commissioners were com- 
pelled to adjourn without taking action. 

In a few days the national bank holi- 
day was declared. Thereupon, several 
states passed emergency insurance iegis- 


lation. Mr. Brown said that 23 states 
have passed such legislation and bills 
are pending in eight others. Of the 23 
states that have emergency legislation, 
comunissioners in 21 of them have issued 
rules. Seven states have issued rules 
without enabling legislation. One state 
—Alabama—has rescinded its regula- 
tions. 

Mr. Brown cited the lack of harmony 
in regulations of the various states. He 
said that the question is, how long the 
life insurance moratorium is to continue 
and if it is to continue, how the various 
regulations can be harmonized. 


0. J. Arnold's Presentation 


Mr. Brown declared that an impos- 
sible situation has been created in many 
places. For instance some states have 
no restrictions at all. A policyholder in 
that state can be paid 100 percent while 
his neighbor across the line in a state 
which has restrictions cannot be so paid. 
Some agents, he said, have advised their 
policyholders to apply for loans or cash 
surrenders, giving their residence as be- 
ing in an unregulated state. He men- 
tioned another specific instance of con- 
fusion under the diverse rulings. That 
is, the question of availability of pro- 
ceeds of policies left on deposit by bene- 
ficiaries under the distinct understand- 
ing that at any time these funds could 
be withdrawn in part or in whole. 

O. J. Arnold, president Northwestern 
National Life, made the first presenta- 





tion and covered the ground rather com- 
pletely. He said that a meeting of the 
American Life Convention had been held 
the day previous, about 30 companies 
from 13 states being represented. A 
committee was appointed consisting of 
Claris Adams, American Life of De- 
troit; C. P. Peterson, Bankers of Ne- 
braska, and Mr. Arnold to present the 
viewpoint of the American Life Con- 
vention to the commissioners. 

Mr. Arnold said that there is no di- 
vision between the large and small com- 
panies, or between sections of the coun- 
try, that all companies are faced with 
the same problem. Uniformity in mora- 
torium regulations is highly desirable, 


he said. Agency influence should be 
eliminated from the problem, he de- 
clared. 


Policyholders recognize the value of 
life insurance moratorium action, he de- 
clared, and are taking it just as philo- 
sophically as they took the bank mora- 
torium. Few complaints are being reg- 
istered. Cases of extreme need are de- 
veloping, he said, where money cannot 
be paid under the exceptions allowed 
under the various moratorium restric- 
tions. However, he declared, hard cases 
make bad law and probably would make 
bad moratorium restrictions. 

Mr. Arnold urged the National Con- 
vention of Insurance Commissioners to 
use its influence in behalf of adoption of 
uniform regulations in all states. 

The banking situation precipitated 
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emergency legislation and regulations 
concerning life insurance, he said. The 
banking situation has not yet cleared it- 
self, although machinery has been set 
up for clearing the atmosphere. In 
Iowa, he said, three years ago there were 
1,700 banks, while at the end of the 
third day after the bank moratorium was 
lifted, there were 800 banks open in* 
Iowa. The Northwestern National is 
getting from 150 to 200 postal money 
orders for payment of premiums in a 
day, whereas usually payments of this 
kind are from five to ten a day. This 
indicates that many communities are 
still without banking facilities. 

Mr. Arnold said, by and large, the 
companies have 5 percent of the loan 
and cash values invested in cash and 
United States government securities. 


Eager for Lifting 


The companies are anxious to have the 
restrictions lifted, according to Mr. Ar- 
nold. The questions are when they shall 
be lifted, how and what is to be done in 
the meantime. At this time, Mr. Ar- 
nold said it is impossible to determine 
when the moratorium should be lifted. 
He said it would be unwise to adopt 
any percentage lifting of the morato- 
rium. The public would then be led to 
believe that life insurance companies are 
solvent only to the extent of the equi- 
ties that are released, whether 20, 30 or 
50 percent. The business, he declared, 
is perfectly solvent. It is merely a ques- 
tion of liquidity. 

There is not enough money in the 
country, according to Mr. Arnold, to pay 
all of the loan values. The banks, he 
said, were not opened until machinery 
was set up to insure that every deposi- 
tory could get his money. Therefore, 
when the banks were opened, the de: 
posits increased and public confidence 
was restored. 

Mr. Arnold said that life insurance in 
general is opposed to federal regulation, 
but the public will be thinking of that 
possibility unless the commissioners can 
get together. He said that the business 
of lifting the restrictions is much graver 
than imposing them. 


Facts Are Necessary 


Moratorium action, he said, should not 
be based on theory, but on facts. The 
commissioners should have a complete 
picture of the companies. They should 
know the cash position of the companies, 
ascertain, as far as possible, demands and 
possible demands for loans, the tendency 
on premium payments and investment 
income, particularly premium income on 
a cash basis. 

Mr. Arnold pointed out that mora- 
toria on mortgage foreclosures are be- 
coming general, there is a tendency 
toward scaling down of indebtedness, as 
is indicated by the terms of the federal 
farm refinancing bill. These various fac- 
tors will tend to reduce interest income 
and also may compel adjustments in 
principal. The companies can’t move 
until the effect of all these steps is 
known, he said. 

Mr. Peterson was the next speaker. 
He said that there should be uniformity 
in the philosophy back of the morato- 
rium regulations as well as uniformity 
in specific detail. He pointed out the 
difficulty of interpreting to the public 
the insurance situation. He said that 
the public is not concerned about the 
welfare of the individual companies, but 
with the welfare of the policyholders. 
He said that the life insurance picture 
should be clarified for the public. Every 
effort shouid be directed towards con- 
serving life insurance as distinguished 
from the banking function of insurance. 
Effort at competitive liberality is de- 
structive, he declared. 


Samford Causes Sensation 


The next speaker, F. P. Samford, sec- 
retary of the Liberty National Life of 
Birmingham, Ala., caused something of 
a sensation, when he suggested that 
there might have to be a scaling down 
of the face of the policies. He said that 
moratoria are necessary because of the 
fear of runs on the companies. A run, 
he said, presupposes panic and if there 
is a panic, there must be a discontinu- 
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THIS 


SECRET 
SELLS MORE 
INSURANCE 


This secret will be found 
“LOW-PRESSURE SELLING’ 
by Jas. A. Worsham. 

Over 4,000 copies have been sold 
Read below a few of the many hu. 
dreds of letters received from Life 
Insurance men. 

In this book a busy sales execy- 
tive reveals his secrets of success in 
selling — his tactics — his strategig 
covering a period of twenty year 
experience. 

“Low-Pressure Selling” is amoy 
the 15 books recommended recently 
by Mr. Jaqua of the Diamond Life 
Bulletins, as being a book that “every 
life man should know and digest.” 


“I have gotten more real good out of ‘Lo 
Pressure Selling’ than any book or publication | 
ever read. It has helped my men go out ani 
produce some real business.”’ 

—D. J. Roberts, Field Supervisor, 
Great Western Ins. Co., Des Moines, Ia. 


“I consider Low-Pressure Selling a masterpiex 
on salesmanship. During my 16 years selling lit 
insurance I have read many books but this ou 
classes them all. In putting these new ideas 
work I called on a prospect I had been afte 
unsuccessfully for five years and sold him: 
$6,000.00 policy.” —Logan Perry, Insurance, 

Bloomington, ii. 


“Low-Pressure Selling is an unusual book ani 
mest interesting and helpful. am fascinate: 
with it. Enclosed find check for 24 copies.” 

—Edwin R. Jeter, Asst. Manager, 
Equitable Life Assurance Soc., Rock Hill, N. C. 


“The Low-Pressure Selling ideas of M: 
Worsham are certainly new and are not only » 
unusual slant on selling but most effective » 
practice.” 

—E,. E. Hughes, National Life Ins. Co., 
Indianapolis, Ind 


“I thought you would be interested in knowin 
that we have supplied all of our general agen! 
with copies of ‘Low-Pressure Selling.’ I haw 
recommended it to dd friends.” 

J. Evans, Asst. Secy., 
Register Tite Ins. Co., Davenport, To. 


“Low-Pressure Selling is one of the most inte 
esting and fascinating books on selling I hav 
ever read. I shall recommend this unusual bo 
to all of our men.” 

—Fred S. Brynn, Agency Supervisor, 
National Life Ins. Co., Montpelier, Vt. 


“I have spent 30 years in handling and = 
structing salesmen. I have read volumes and ! 
want to say to you that Mr. Worsham hands 
this subject in a new way. It gave me a ne 
conception of selling.” 

—J. J. Thomassen, General Agent, 
loomington, 1. 


“It is a pleasure to congratulate you on this 
book. We find it fascinating and interesting. !! 
embraces many new and valuable suggestiow 
for us.” 

—H. P. Brandon, Manager Service Dept., 
Columbus Mutual Life Ins. Co., Columbus, 0. 


218 Pages packed full of intensely 
interesting selling experiences giving 
you a new vision of selling. Full 
cloth bound, gold stamped. $2.0 
prepaid. Satisfaction guaranteed 


The Insurance Book House 

420 East Fourth Street 

Cincinnati, Ohio 

Enclosed find my check for $— for which plea* 
send me — copies of “Low-Pressure Selling.” 
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Present Enlightening Arguments 
During These Trying Days When 


Moratorium 


Two definite schools of thought have 
developed in the effort of agents to 
meet the objections of prospects and 
policyholders with adequate answers dur- 
ing these days of moratorium. One leans 
toward a conservative statement stress- 
ing that life insurance is discharging 
its primary functions; that it was not 
intended to assume the banking func- 
tion; its investments necessarily must 
be in longer maturities and liquidity suf- 
ficient to permit heavy continued with- 
drawals would largely defeat the aims. It 
is also emphasized that national economic 
safety is involved; that the life com- 
panies are subscribing to the state 
edicts because they must, and also be- 
cause of patriotism, that the whole 
country virtually is in a war and na- 
tional safety must come first. 

The other is a more aggressive 
school, better designed to meet the 
complaint of disgruntled, argumentative 
policyholders. It employs the tech- 
nique of, so to speak, “passing back the 
ball,” of putting the policyholder on the 
defensive. 


Suggested Answer to 
Investment Argument 


For instance, to the objection voiced 
by many, particularly persons who “in- 
vested” in life insurance as a depository 
for surplus money, that life insurance 
was sold to them on the basis that 
they could get their money out when- 
ever they wanted to, and “now what is 
it worth?”: 

“Well, what other investments have 

you that are as good as your life in- 
surance?” the agent comes back. “You 
paid from 100 to 700 cents on the dol- 
lar for your stocks and bonds and real 
estate. Your mortgages probably are 
delinquent as to interest and principal. 
Life insurance is still the best bet. For 
irom one to three percent you can set 
up a life insurance estate that will stand 
up just as long as the country stands 
up. 
Perhaps the policyholder argues that 
maybe life insurance is paying death, 
disability and double indemnity claims, 
annuity payments, etc., but he is “off 
of it for life’ because he can’t get his 
money out, and he’s not “dumb”: that 
of course the life companies put the in- 
surance commissioners up to imposing 
the restrictions. 


Results of Wholesale 
Liquidation Took Place 


“All right; you want to get your 
money out,” the agent replies. “And so 
does everybody else just because they 
cant get it for the time beng. Do you 
know what would happen if the twenty 
billions of reserves had to be liquidated 
to give policyholders their loans? I'll 
tell you. It would ‘bust’ you higher 
than a kite and the whole country along 
With you. Do you want yeur money 
that badly?” 4 
} Another effective answer being given 
Is: “So you hold it against your com- 
pany because you can’t get your money 
for a while. Let me ask: Do you know 
any other place you can borrow some 
money today? Can you go to the bank 





Is Still in Effect 


and get it? Maybe you think the banks 
are loaning money, but they're not— 
much if any. Take your other invest- 
ments down to your bank and find out 
for yourself. The bank moratorium 
was to protect them because their most 
liquid assets had been withdrawn by 
panicky depositors. It’s a slow process 
working out those frozen assets. They're 
not going to take on a lot more non- 


liquid collateral and notes until they 
have things worked out. It is necessary 
for life companies to be much less 


liquid than banks. Why do you expect 
them to be more liquid?” 


Comparison Is Made as 

to Savings Bank Position 

Another argument uses a comparison 
with savings banks: “Your savings 
bank takes deposits, reserving the privi- 
lege of holding up payment for sixty 
days if that is considered necessary. 
Savings banks in the past have exer- 
cised the privilege and you never 
thought a great deal about it. Your life 
policy has a similar clause in it (60 or 90 





Where did you 


read your life policy? 1€ 
ever get the idea that a life company 
should give you your money so fast?” 


Another angle of attack is: “You 
bought your life insurance and the cash 
values in it for your wife and kids, didn’t 
you? Well, what are you sore about? Do 
you want to tear down because of a tem- 
porary situation the thing that you have 
spent years building up for your family?” 

There also may be used effectively all 
of the arguments for legal reserve life in- 
surance. Summed up briefly, some of 
these as being used by agents are: 


Insurance Against One's 
Own Possible Negligence 


“Do you realize that your cash value 
is insurance against your own possible 
negligence or forgetfulness in paying the 
premium? It is what makes the protec- 
tion complete. Through the extended or 
paid up insurance values it keeps the 
policy in force even if you fail to do so. 
Do you realize that the more cash value 
you draw out the less of this protection 
will you have? Don't you think that’s of 
far greater importance than the mere 
loan value?” 

“Well, if you take the money out in a 
loan, what is going to happen to the pro- 
vision for an income for ‘Old Man You’ 
in your old age? That's what your re- 
serve does when the need for protection 
for your family practically has passed. 








days, as the case may be). Did you ever | If you take it out you won't have it. Do 
“Indispensable Man” a Buyer 
An effective method of prospecting, men to solicit such prospects in these 


and producing business under present 
conditions has been developed and tested 
personally by L. J. Fohr, Chicago gen- 
eral agent of the Connecticut Mutual. It 
is based on the appeal of the family 
income contract. Mr. Fohr has keyed 
his campaign with the phrase “indispen- 
sable man,” or that person in every busi- 
ness organization who would be the last 
one let out in case of emergency. It is 
a term reminiscent of the “forgotten 
man” campaign slogan of last year, and 
it is calculated to strike a responsive 
chord. 

Mr. Fohr started out last week with 
a carefully selected list of leads from 
whom he hoped to obtain names of pros- 
pects. These leads were business men 
of whom he knew something and who 
had heard of him. He approached them 
not to sell insurance, but to ask the 
names of indispensable men whom they 
knew, such as office managers, cashiers, 
ete., vital in the conduct of businesses, 
but not more important officers. 


Closes $27,500 in Week 


In a day and a ha!f he secured more 
than 100 names. In the remainder of 
the week he sold six cases for a total of 
$27,500 all on the family income form, 
four on quarterly basis and two monthly. 
In only two of the cases did he fail to 
get some cash settlement. 

Mr. Fohr the previous week conducted 
an experiment down the length of La 
Salle street, Chicago, approaching bank- 
ers for the most part, from whom in 
years past he has drawn a large part 
of his personal production. He found 
them almost without exception gleeful 
over the restrictions p'aced on life in- 
surance, much on the principle that mis- 
ery loves company. He came to the con- 
clusion it was futile for life insurance 








times. The same thing he believes holds 
for practically all other prospects in the 
financial district in a great city, as they 
are tied in together. 

It was then that Mr. Fohr developed 
his “indispensable man” prospecting 
plan. He decided not to seek the names 
of business executives, the “bosses” of 
concerns, but to limit himself to small 
people. From the list of more than 100 
he separated the men between ages 25 
and 40, who were married and had chil- 
dren. All of this information was se- 
cured from his initial leads or centers 
of influence. 

The matter of closing six of these was 
more or less routine with use of the 
Connecticut Mutual's prepared canvass 
on the family income contract. The nub 
of the idea was in disclosing men with 
salaried incomes: who were sufficiently 
sure of the future to consider assuming 
additional obligation. 

Mr. Fohr found a physician an espe- 
cially good source of these prospects. 
After the medico had given Mr. Fohr 
a large number of names, he volunteered 
to check over his ledger to determine 
their ability to pay, and found that all 
those he had listed were paying their 
medical bills promptly. 


Definitizes Prospecting 


The heart of the idea is that a person 
approached with a general request to 
volunteer the names of a prospect fre- 
quently is unable to think of any, but 
if given a specific type, such as the one 
Mr. Fohr selected, usually can think 
of at least one name. 

Incidentally during the week on one 
of these leads Mr. Fohr found himself 
in a home where a widow had just re- 
ceived $9,000 from another company net 
proceeds of a life policy, and brought 





° 
you know what happens to 75 or 80 per- 
cent of policies on which the full cash 
value is borrowed? I'll tell you. People 
don’t pay the money back. They get 
tired paying the premium and loan inter- 
est and they drop the policies. Is that 
what you want to happen to your insur- 
ance?” 

Variations of the preceding arguments 
are used in conjunction with the state- 
ment that lapsation of the policy may 
mean loss of an old style disability in- 
come clause which cannot be secured any 
more; loss of incontestable feature, in- 
auguration of a new one or two year 
suicide clause, 

Many agents are finding that they can 
sell life insurance readily these days 
through the savings bank plan. For in- 
stance, banks put out by Banthrico, the 
Reliance Sales Plan or the Calemeter of 
the Zell Products Co., whereby so much 
money a day is deposited to accumulate 
a quarterly or semi-annual life insurance 
premium. These banks are ingenious 
devices, some of them having a calendar 
attachment. Where there are no banks 
open or a person is not keeping a bank 
account they are particularly appealing. 

As a matter of fact, persons who are 
being sold life insurance today will have 
no difficulty in securing their cash and 
loan values because they will not be 
available for two years for the most part. 

If the present moratorium had not 
been declared, the life companies would 
have withdrawn millions and millions of 
dollars out of banks which would have 
put the banking situation out of plumb 
again, or they would have been forced 
to sell high grade bonds at a sacrifice, 
which would have depressed the mar- 
ket. Therefore, the moratorium acted as 
a conservator, not only of the insurance 
companies but of banks and the financial 
structure in general. 

The fact of the matter is that many 
people use their insurance money fool- 
ishly. They hear of some tip on a 
stock or some fantastic scheme is pre- 
sented. They do not have any money 
at hand and hence fall back on their life 
insurance. Thousands of people today, 
who have mortgaged their life insurance 
have done so foolishly. They would be 
glad fo have had some sort of a guardian 
appointed or some prohibition so that 
they could not have gotten their money 
out of their life insurance because after 
all their protective fund is mortgaged or 
entirely gone and they have nothing or 
little to show for it. 


the check down town to use in buying 
an annuity which at her advanced age, 
71, would return her nearly $100 a 
month. Two weeks ago he closed two 
cases for a total of $25,000 on which he 
had been working for some time. The 
indirect approach to business men, re- 
questing names of “indispensable men” 
may be counted on to produce some 
business among these as well. 

Mr. Fohr believes the “indispensable 
man” approach also would work well in 
straight cold canvass and the agents 
using this method could obtain many 
prospects if they would approach stran- 
gers with a request for names. An im- 
portant factor is that after the prospect 
list is completed the agent has some- 
thing the value of a personal introduc- 
tion in that he can mention the name 
of the person who gave the lead. Mr. 
Ares in his interviews invariably did 
this. 
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been no trouble so far as policyholders 





National Reaction to Chicago 
Policy Moratorium Is Good 


(CONTINUED FROM PAGE 22) 


ance of premium payments to compan- 
ies. He said the federal program of 
relief does not contemplate further stag- 
nation of the flow of money. The life 
insurance moratorium, he contended, 
does not fit in to the national program. 

Mr. Samford predicted that when the 
moratorium is lifted, there will be much 
the same reaction as there was when 
beer was returned. There has been cre- 
ated in the minds of the people the idea 
that they are being deprived of some- 
thing. 

If people become suspicious and re- 
fuse to pay their premiums in cash, the 
point will come where the income of 
companies will not be sufficient to meet 
death claims, etc. Then securities will 
have to be sold at sacrifice prices, he 
contended. 

Commissioner Tobin of Tennessee 
talked briefly, urging that new premiums 
be segregated from old and the loan 
and cash surrender values thus created 
be released. 

Franklin B. Mead of the Lincoln Na- 
tional Life, who is president of the 
American Institute of Actuaries, said 
that statistical information should be the 
basis of any decision. He warned against 
competition of liberality, citing what had 
happened in the disability field because 
of that tendency, in accident and health, 
group insurance, etc. 

Mr. Mead said that there have been 
few complaints from policyholders dur- 
ing the moratorium. The complaints 
have come mostly from the big policy- 
holders, the hoarders and from agents. 

W. J. Bryden, representing the Asso- 
ciation of Kansas Life Insurance Com- 
panies, said that 16 Kansas companies 
had held a meeting and taken the posi- 
tion that the moratorium should not be 
lifted or modified. He said there has 





are concerned. 
Few Cases of Distress 


In his own company, Mr. Bryden said 
that he had received 63 requests for 
loans and surrenders. The applicants 
were informed of the restrictions and 
only four of the applicants came back 
and demanded the $100 that they were 
allowed. 

Mr. Bryden said that many agents are 
telling policyholders that their compan- 
ies would like to pay the demands in 
full but the commissioners prevent it. 
Most of the trouble in the moratorium, 
he said, has come from the agents. 

There has been a constant drain for 
two years, he declared. If this kept up, 
the companies would have been forced 
to sell their best securities and the loyal 
policyholders would have been left with 
a shell. The reserve is a safety fund to 
protect all policyholders, he declared. 

Superintendent Greer of Alabama said 
that when the bank moratorium was de- 
clared, the problems of the banks were 
placed in the laps of the life insurance 
companies. During and after the bank 
holiday, he said, insurance commission- 
ers were forced to isste regulations to 
prevent runs on companies. While the 
banks closed, this course was proper, he 
declared. When most of the banks re- 
opened, however, he said that the ex- 
treme emergency passed and he ex- 





pressed the belief that the regulations 


now in force are unconstitutional and 
would not stand court test. The com- 
missioners do not have the power to 
modify contracts, he contended. 


Moratorium Not the Answer 


The situation can’t be cured in a few 
weeks or months, he said. The mora- 
torium is not the answer. It weakens 
public confidence, the longer it continues. 
The moratorium can’t be legally kept in 
force long enough to clear the situation 
he said. 

The wisest action, he contended, 
would be to rescind all regulations im- 
mediately. He mentioned that he had 
rescinded the Alabama regulations. If 
the regulations were rescinded, it might 
mean disaster to individual companies, 
but that would be better than disaster 
to the whole institution of life insurance, 
he declared. 

Commissioner Daniel of Texas, with 
salty humor, took issue with Mr. Greer. 
He said in some of the states, where 
there are only a few small companies, 
most of the companies have nothing to 
loan and nobody to loan it to. 

Mr. Daniel said that the life insurance 
situation can’t be cleared up as quickly 
as was the banking situation, because 
life insurance funds are not invested with 
the idea of quick liquidation. Answer- 
ing Mr. Greer’s prediction that the su- 
preme court of a state would decide that 
the emergency regulations were uncon- 
stitutional, Mr. Daniel said that from 
long experience he was not willing to 
predict what the supreme court is going 
to say. 

Saving One of Least 


It is better to have a moratorium and 
all stand pat, if the moratorium is nec- 
essary only to save “one of the least,” 
he said. 

“We are going to save all the Texas 
companies,” he declared. He advocated 
uniformity in regulations. 

At this point Commissioner Clark of 
Iowa moved that the commissioners go 
into executive session. Before the open 
session adjourned, however, President 
Brown introduced the new commission- 
ers and those who had not previously 
attended sessions of the convention, they 
being Ernest Palmer, Illinois; R. L. 
Daniel, Texas; Lee Herdman, Nebraska: 
> = Heltzen, Rhode Island; W. A. 
Sullivan, Washington: H. E. McClain, 
Indiana; S. Tobin, Tennessee, and 
Harlan Justice, deputy commissioner of 
West Virginia. 

In addition to the 31 state representa- 
tives, Superintendent Foster of Ontario 
was present. 


Waters Mortgage Loan Manager 


Murray Waters of Minneapolis has 
been appointed manager of the Aetna 
Life’s mortgage loan department. He 
has been active in the farm and city 
mortgage business for 20 years and is 
now vice-president of Thorpe Brothers 
and treasurer of M. R. Waters & Sons 
of Minneapolis. He will be associated 
with Vice-president S. F. Westbrook, 
who is in charge of all the Aetna’s 
mortgage investment activities. 


“Life Insurance” by Associate Actuary 
J. B. MacLean of the Mutual Life of New 
York in its third edition is a revised 
work because of radical changes in the 
insurance situation with regard to a 
number of subjects. This is a most 
valuable book containing 20 chapters de- 
voted to practical information of life in- 
surance in its various phases. Price $4, 
sold by The National | Unde rwriter. 
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